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The Guardian introduces to Life Insurance selling 


© AGENT-VIEWPOINT ADVERTISING 


A 


unique, persuasive, 


sales- 


building plan woven around the 
Agent instead of the Company 





It is a selling-advertising pro- 
gram designed 100 per cent from 
the field man’s viewpoint. 


It concentrates its power and 
persuasiveness on the Agent’s 
own prospects. Step by step, it 
builds in the prospect’s mind the 
need for a retirement income 
contract. 


First, this Guardian prospecting 
plan lays the ground for the sale. 


It then puts into the Agent’s 
hands a wealth of sales ammuni- 
tion, accurately geared to the 
central plan. It enables him to 
secure and complete a far larger 
percentage of interviews. On the 
first call it brings the prospect 
closer to the completed sale. 


Examine the chart on this page. 


Before the Agent calls on the 
prospect, three effective contacts 
have been made in behalf of the 


Agent, by mail; first planting, 
then cultivating to an effective 
degree, the thought of retire- 
ment incorne, in terms of today’s 
conditions. 
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A simplified picture of the new 
Guardian Direct-to-Prospect 
Plan, designed to convert picked 
prospects into policyholders. 
Described on this page. 


‘ 


Certain symbols and personali- 
ties which play an important 
part in these three contact units 
serve as the Agent’s introduc- 
tion to the prospect, and pro- 
vide a definite starting point 
for the interview. The unique 
Guardian “Visual Sales Chat” 
personalizes need for a 
Guardian Retirement Income 
contract with straightforward 


the 


conviction, enabling the pros- 
pect to sell himself. 


“Agent-viewpoint advertising” 
puts at the disposal of Guardian 
Agents an inspiring sales pro- 
gram for this Fall and Winter. 


In this new plan lies the oppor- 
tunity to intensify the results 
of every hour of selling time. 


The Guardian Life Insurance 
Company of America, 50 Union 
Square, New York. 
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I AAST December, attention was directed 

in this advertising to the cheering economic fact that when replacements became 

necessary prosperity would take the place of so-called hard times. 

Now replacements seem to be under way. Things are wearing out. When 
the winter before the winter before last’s overcoat shows unmistakable signs of 
falling apart, it means the looms begin turning to provide covering for the 
winter ahead. When the house begins to stand out like a sore thumb, and the 
neighbors look askance at what is getting to be a blot on the landscape, the 
people who manufacture paint get ready for the local orders. 

We are moving toward better times. For the past two years we have been 
waiting for this moment to arrive, but there is a world of difference between 
mere drifting and keeping in trim for the turn of the tide,—in the meantime 
taking advantage of favorable currents to conserve business. 

ae, Unfortunately today some have to reduce their life insurance protection by 
cash surrenders and loans. But they need insurance just as much,—more than 

= ever,—and will realize it if the story is properly told. KEEP TELLING THEM. 
nits 

: During this time people have looked at their reduced incomes and read- 
_ justed their standards. They are out of the speculative mood, which caused so 
ro- much trouble. They are inclined to conserve income and keep their affairs on a 
int permanently sound financial basis. 
que For one thing they have found out that life insurance is one of the safest 
vat” investments there is, and is a strong anchor in all times of stress. Those who 
- a have none, regret it; those who have not enough also regret it. 
ome There are thousands of people sold on life insurance today. If they can 
rard pay for it they are getting more; if not, they are just waiting until they can, 
sn and the alert underwriter will be there when his prospect is ready to put his 

signature on the dotted line. 
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TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved 
Success Through Consecutive Qualification 


in Our Highest Honor Organization 


GEORGE MEYER 
GREENVILLE, ILLINOIS 


PRESIDENT’S PREMIER CLUB 
1928 - 1929 - 1930 - 1931 


BANKERS LIFE 
COMPANY 


GERARD S. NOLLEN, President 


Established 1879 Des Moines, Iowa 








Massachusetts eALutual Life 
a synonym for 
Quality and Excellence 
in 


Life Insurance 





MASSACHUSETTS MUTUAL LIFE 


INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 

















GUARANTY LIFE 
COOPERATION 


1s 


DISTINCTIVE 


It possesses the very elements of pro- 
gressive development and permanency. 


Desirable territory open. 


+ 
Correspondence solicited. 


+ 


Guaranty Life Insurance 
Company 
Lee J. DouGHerty, President 


Kahl Bldg. 


Davenport, Iowa 


| 























OCCIDENTAL 
LIFE INSURANCE 
COMPANY 


LOS ANGELES 











LIFE — — — HEALTH 
ACCIDENT INSURANCE 











Admitted Assets Over $22,000,000 
Policyholders’ Surplus Over 2,000,000 


Life Insurance in Force Over 160,000,000 























ATLAS LIFE INSURANCE 
COMPANY 


TULSA . 4s OKLAHOMA 


JOHNSON D. HILL, PreseENT 


The gradual improvement 
in general conditions, now 
under way, will help Atlas 
men reach new production 
peaks because of the ready 
adaptability, to every pres- 
ent and future need, of 
policy forms immediately 
available. 

















STRENGTH 


and 


STABILITY 


Our constant endeavor to increase the 
safety and security of our policyholders’ 
investment has met with great success. 
During each of its 23 years of operation 
the management has continually added 
to the safeguards that protect those who 
turn to us for protection. 


As a result we now have admitted assets 
totaling $44,000,000.00; a surplus pro- 
tection to policyholders that exceeds 
legal requirements by more than $4,- 
800,000.00 and have advanced to the 
position of 7th largest capitalized life 
insurance company in the United States. 


OFFICERS 


. P. Greenwood... . . President 
. S. Adams . ‘Vice President and Treasurer 
. W. Griffin .  . Vice-President and Manager of Agencies 
— 3 ameron eg . . Vice-President and Actuary 
ir. J. E. Daniel . . Medical Director 
Zi 3 "Secretary and Assistant Treasurer 
. C. Nicholson . Manager of Investment Department 
Tinson, Elkins, Sweeton & Weems . . General Counsel 


DIRECTORS 


L. & Adams, Vice-President and Treasurer. . . Houston 
i. Cameron, Vice-President and Actuary . . . Houston 
Charles Cobb, Jr., Capitalist . 2 = « 2 ee 
Dr. J. E. Daniel, Medical Director . . . . . Houston 
J. ‘A. Elkins, Attorney i ee 
E. P. Greenwood, President . . Dallas 
F. W. Griffin, Vice-President and Mer. ‘of ‘Agencies, Houston 
John T. Scott, Chairman of the Board, First Nat’l Ban 

a esien 
c. . a, PN is wr yy SS i ee 
WwW. A. Vinson, Attorney tn w ae 2S 3 eee 


GREAT SOUTHERN 
LIFE INSURANCE. CO. 


E. P. GREENWOOD, President 


HOUSTON . . TEXAS 








‘The Proof of the 


Pudding’ = 


LIFE insurance benefits ... can be 
Proved while you are still ALIVE! 


LIVING policyholders of the Sun 
Life were paid in benefits during 
1931 $68,000,000 — THREE 
TIMES as much as beneficiaries 


of deceased policyholders. 


This was due, partly, to the fact 
that trained Sun Life representa- 
tives, when selling insurance, 
counsel their policyholders how 
to secure a dual advantage—the 
maximum benefit to THEM- 
SELVES, and the greatest pro- 
tection to their DEPENDANTS. 


The insured no longer have to 
“die to win.” 


The Sun Life enjoys a remark- 
able record for the persistency of 
its business—largely the result of 
sound advice and expert service 
to its policyholders, by its repre- 
sentatives. 


Sun Life representatives sold 
$528,000,000 new paid-for in- 
surance last year, making the 
Company’s total business in force 
over Three Billions—an impres- 
sive reflection of public confi- 
dence. 


|, SUN LIFE ASSURANCE 
, COMPANY OF CANADA 


Head Office: Montreal 
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CHAMBER OF COMMERCE 


Ten outstanding men in the insurance field were appointed 
September 1, 1932 to serve for the coming year as members of 
the new Insurance Committee of the Chamber of Commerce 
of the United States. The committee, as announced by Henry 
I. Harriman, President of the National Chamber, will be com- 
posed of the following members: 

George D. Markham, W. H. Markham & Co., 
Chairman. 


Justin Peters, President, Pennsylvania Lumbermens Mutual 
Fire Insurance Co., Philadelphia, Vice Chairman. 

Guy E. Beardsley, Vice President, Aetna Insurance Com- 
pany, Hartford. 

S. Bruce Black, President, Liberty Mutual Insurance Co., 
Boston. 

William Brosmith, Vice President, Travelers Insurance Co., 
Hartford. 

Lee J. Dougherty, President, Guaranty Life Insurance Co., 
Davenport. 

Philip J. 

Paul L, 
New York. 

Leroy A. Lincoln, Vice President, Metropolitan Life Insur- 
ance Co., New York. 

William D. Winter, Vice President, Atlantic Mutual Insur- 
ance Co., New York. 

The committee, whose personnel includes representatives of 
the several branches of the insurance business, will act in an 
advisory capacity to the National Chamber and its Insurance 
Department on all questions pertaining to insurance. Its first 
task will be to assist the Insurance Department in carrying 
on a program of activities during the next twelve months. 


St. Louis, 


Fay, Nichols & Fay, San Francisco. 
Haid, President, Insurance Executives Association, 


ASSOCIATION OF LIFE INSURANCE 
PRESIDENTS 


President Thomas A, Buckner of the New York Life In- 
surance Company will preside over the sessions of the Twenty- 
sixth Annual Convention of the Association of Life Insur- 
ance Presidents. The Convention will be held on Thursday 
and Friday, December 8 and 9, in New York City at the Wal- 
dorf-Astoria, 

The appearance of Mr. Buckner in the chair will confer the 
gavel upon one of the most distinguished leaders in the life 
insurance field. It, moreover, will be singularly appropriate 
from the standpoint of the Association’s history. As a member 
of its original Executive Committee, he played an important 
part, twenty-six years ago, in launching the organization. Now, 
as a member of its present Executive Committee, Mr. Buckner 
is contributing to the Association, as it begins its second 
quarter century, his wise counsel born of an experience in, 
and service to, life insurance that extends over twice the 
period of the Association’s existence. Mr. Buckner has de- 
voted over fifty-two years to life insurance. During this 
period he has seen its growth to nearly seventy times its vol- 
ume when he first entered the business and has watched its 
development into an institution that touches the lives of a 
vast majority of the American people. 
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THE PURCHASE, CONSOLIDATION AND REFINANCING OF 
INSURANCE COMPANIES 


Address of Alfred M. Best Before the International 
White Sulphur Springs, W. 


HE subject assigned to me is broad, important and timely. 

I have had unusual opportunity for observing transac- 

tions involving the purchase, consolidation, financing and re- 

financing of insurance companies during the forty years that 

I have been connected with the insurance business. I have 

personally aided in working out many such transactions, and, 

because of the nature of my business, have found it necessary 

to study the details of all of them. For these reasons my ob- 

servations concerning good and bad practice in such matters 
may prove of some interest and value to you. 


The procedure has been good, bad and indifferent in con- 
ception and execution, inevitably producing corresponding re- 
sults. In recent years activity in these fields has been unusually 
extensive, and the present condition of the insurance busi- 
ness as a whole indicates that similar activity in the near 
future will equal and perhaps exceed that of the past few 
years. In an address before the National Association of In- 
surance agents at Dallas, Texas, in October, 1930, I predicted 
the retirement of many insurance companies by consolidation 
or liquidation, and this forecast proved sound. 


At this point, before going into any of the details of the 
subject, it is appropriate to outline the present financial situa- 
tion of insurance companies as a whole in the three principal 
divisions of the business—life, fire-marine, and casualty- 
surety; and to state, in a general way, what seems to me to 
be the sound position to take in passing upon the present 
financial position of individual companies and their prospects 
in the light of their present problems and those likely to con- 
front them during the next few years. 


The life insurance business as a whole is in very sound 
condition, and has come through the stress of the depression 
period most creditably. Its two main problems have been and 
are the unusual demand for policy loans and surrender values, 
and the status of mortgage loans, particularly on farm prop- 


erties. As to the first item, the increased disbursements for 
loans and surrenders, while heavy, have been relatively small 
in proportion to the great resources of the companies and, in 
the case of the better managed companies, have been easily 
financed through ordinary excess of income over disburse- 
ments. Other companies not so favorably situated with re- 
spect to normal income and outgo have found the situation 
difficult to handle, usually for the reason that their invest- 
ments were not of readily saleable character, necessitating 
borrowing on a rather extensive scale, for the most part from 
the Reconstruction Finance Corporation, which, in this respect, 
has performed a very valuable service to the life insurance 
companies and their policyholders, As to the mortgage loan 
situation, including the problem of foreclosed real estate 
yielding little or no return, it is my personal opinion that the 
situation is not so dangerous as many have feared, and that 
it will in time work itself out. A high official of one of the 
largest life insurance companies recently stated to me that 
he had been handling the farm loans of his company for many 
years; that in his opinion the situation in 1901 was worse from 
the lenders’ standpoint than at present; but that an accurate 
record kept by his company showed that within ten years, i.e., 
by 1911, the company had sustained no loss, but was in the 
position of having loaned money safely at 5%, interest. It is, 
of course, true that individual life insurance companies, 
through improvident investment, have created for themselves 
situations both difficult and dangerous. This will be referred 
to later. 


The fire-marine companies, during the depression period, 
have experienced a normal loss ratio, but have been compelled 


to contend with the problem of enormous shrinkage in the, 





Association of Insurance Counsel, 
Va., September 9, 1932 


market value of their securities and with a substantial in- 
crease in the ratio of expenses to premiums, due to shrink: ige 
in premium volume of approximately $200,000,000. The busi- 
ness as a whole, however, is entirely sound, the surplus to 
policyholders, even on a market value basis at the lowest 
oe being fully adequate in proportion to premium volume. 
This is particularly noteworthy in view of the fact that the 
decline in market quotations of securities owned by fire- 
marine companies from the high point to the low amounted 
to a great many hundreds of millions of dollars. Since the 
upturn of the market five weeks ago, the increase has been 
very large, one fire insurance company finds that its securities 
are worth over $12,000,000 more than they were at the low 
point. An investment trust, owning a varied portfolio of i 

surance stocks which cost over $12,000,000 found its holdings 
at the low point worth only $2,000,000; but in a few weeks 
the market value of these stocks has doubled, with every 
reason to expect a further large increase in the near future 


In the casualty-surety field a much less favorable situati 
is found. These companies, as a class, in contrast to fir 
companies as a class, never had large capital and surplus in 
proportion to their premium volume or their a | 
liabilities. In other words, their total assets were large in 
proportion to capital and surplus. Before the decline in se- 
curity quotations, many fire c companies possessed capital and 
surplus equal to from 50% to 60%, of their entire resources; 
while the capital and surplus of the average casualty-surety 
company was a much smaller proportion of its total assets 
say from 20% to 40% In consequence, the same rate of 
shrinkage in the assets of a fire-marine and a casualty com- 
pany, which had the same amount of invested assets before 
the decline began, might, in the case of the fire company, 
cause merely a heavy reduction of ‘oat while in the casu- 
alty company it might wipe out both surplus and capital, | 
think that it was sound practice for the National Convention 
of Insurance Commissioners to permit the filing of state- 
ments as of December 31, 1931, on the basis of average valua- 
tions of bonds and stocks owned, ranging far above the actual 


* market values at the end of last year, for the reasons, first, 


that the market quotations could not be considered as repre- 
senting anything like intrinsic vi alues ; and the second and very 
important reason that the companies affected could not, in 
the ordinary course of business, find it necessary to liquidate 
either all or any considerable part of their security holdings, 
except in a relatively few instances, these being due to un- 
usual conditions which could be dealt with individually. 
Events seem to me to show conclusively the wisdom of this 
action. 


Again reverting to the situation of the casualty-surety com- 
panies as a group, it must be pointed out that in contrast to 
the fire insurance companies they had to face not only tre- 
mendous shrinkage in security values, but, in addition, bad 
underwriting results, which, in the case of some of the com- 
panies, were little short of disastrous. The turn has come, 
however. The particular lines which have been making under- 
writing operations of casualty-surety companies unprofitable 
in recent years are well in hand; the security market upturn 
has added scores of millions to the market value of the bonds 
and stocks owned, and in my opinion the worst is over. 


Turning now to the question of what is a sound attitude 
to take in reviewing the position of individual companies in 
the light of all existing conditions and recent experiences with 
respect both to investments and underwriting, it seems to me 
that general business conditions, while far from normal, have 
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sufficiently improved to make it imperative that bad situations 
in individual companies be no longer tolerated, and that vig- 
orous steps be taken to correct them. The insurance business 
is of such vital importance to the individual policyholder and 
to the entire business structure that there is a special obliga- 
tion upon the managements of insurance companies to conduct 
their affairs upon the highest possible plane of prudence and 
integritv. There is no room in the business for the weak and 
the unfit company or management; and if, after a reasonable 
time has been allowed for the correction of bad situations, 
those in control of the destinies of insurance companies show 
themselves either unwilling or unable to correct them, then 
the obligation rests upon the supervising state officials and all 
others connected with the insurance business, who are in a 
position to influence opinion, to exert pressure to the end 
that the policyholders may be fully protected. To accomplish 
this end it will be necessary that changes be brought about 
by purchase, consolidation, refinancing or reinsurance and 
liquidation. 


During the boom period about 450 new insurance companies 
were organized in the United States. There was no necessity 
for so large a number. In most cases these new companies, in 
addition to the normal handicaps incident to building up a 
new insurance company, suffered from the further handicap 
of heavy promotion expenses. It was, moreover, entirely 
impossible to secure the right kind of man: agement for so 
large a number of new companies; and the inevitable result 
has been a heavy mortality among them. However, the situa- 
tions calling for correction are by no means confined to these 
new institutions. This will also be discussed later. 


Let us now briefly consider 
of the subject assigned to me, 


each of the three subdivisions 


I have seen great changes in the conditions surrounding the 
purchase of insurance companies during the long time that I 
have been studying them, Activity in this direction, particu- 
larly in the fire insurance field, began about thirty years ago. 
At that time the general public had little interest in insur- 
ance stocks, and they usually sold in the market at much less 
than their true worth, measured either by liquidating value 
or earnings. I recall two illustrations of this out of my own 
early experience, The president of a substantial bank came to 
me and contracted to deliver the control of a small fire in- 
surance company at a price representing about $400,000 for 
the entire stock, Without difficulty I found a buyer at a price 
$80,000 in excess of that figure and even then the total cost 
was much less than its liquidating value, allowing nothing for 
the good will and agency organization. In another case, I was 
asked to try to secure the control of a small New York com- 
pany, which, incidentally, has now grown into a pretty big 
one, but which at that time was found by the New York In- 
surance Department to have a 25% impairment of capital. 
I visited the principal stockholders, told them that if the com- 
pany was liquidated they could get at least $85 per share out 
of it, but pointed out that it would be difficult to get the neces- 
sary vote to accomplish liquidation. I had no trouble in 
securing options on the stock at $50 per share. 


In contrast, during the late lamtented boom, insurance stocks 
sold readily at a great deal more than they were worth, as I 


then pointed out in numerous editorials. It was virtually 
impossible during this period of inflation to bring about the 
purchase of insurance companies for cash, because people 
capable enough to have the cash were too capable to part 
with it for insurance stocks at absurdly inflated values. It 
therefore came about that where purchases were made at all 
they were usually on the basis of an exchange of stock at 
an inflated value for other stock at an inflated value, and no 
one was hurt unless the inflation was greater in one case than 
in the other. Similarly, during the recent period of painful 
deflation, insurance stocks have been selling at much less than 
their real values; but those controlling large sums of money 
knew that its buying power was so great that they were un- 
willing to buy insurance stocks, even though they represented 
controlling interests, at anything approaching the liquidating 
brews computed without allowance for the value of agency 
plants, 





I have an insatiable appetite for facts relating to every 
phase of the insurance business, and when the members of an 
old and conservative investment house in New York asked 
me a few months ago whether there were good opportunities 
in the insurance field for use of large amounts of capital I 
devoted several hours with them to a complete analysis of 
the position of a very substantial fire insurance company which 
I had reason to believe could be purchased. These bankers 
analyzed the investments of the company, which they en- 
dorsed as far above the average; they knew it had thousands 
of agents acquired over a long period of years and by the 
expenditure of a great deal of money, and that its reputation 
in the field was excellent. Yet, their “final conclusion was that 
they were not interested in buying the company even though 
I could acquire it for 75% of the liquidating value, with no 
allowance for the agency plant, When we reached that point 
in our discussions, I told them it was a waste of time to go 
further; that I would advise my friends, who were the prin- 
cipal stockholders in the company, not to sell it, which action 
they had contemplated only because of unusual conditions in 
their personal affairs. It was apparent that if they wanted to 
get out of the insurance business, they should in this par- 
ticular case reinsure and liquidate, rather than sell in the 
worst possible market. However, purchases of companies 
are being made, and will continue to be made, because of the 
unfortunate fact that many owners of large blocks of insur- 
ance stocks have borrowed against them, are unable to repay 
their loans, and are, therefore, in the position of distress 
sellers. 


Before leaving the subject of purchase of companies I must 
say a word about “shoe string” operations in that field of 
activity. Despite the disastrous experience of others who “bit 
off more than they could chew,” unduly optimistic people are 
continually bobbing up and trying to swing a $5,000,000 com- 
pany purchase with $500,000, or so, of capital. One bad result 
of these “shoe string” purchases is that after getting control 
of a company and having paid only a small part of the pur- 
chase price there is a temptation, which in many cases has 
proved irresistible, to manipulate the assets of the company 
itself in an effort to raise the money necessary to meet in- 
stallment payments under the stock purchase agreement. 


Where insurance companies pass into the control of weak 
interests assets may be manipulated to provide funds for other 
activities of the buyers. To illustrate: Several months ago 
the owners of most of the stock of a fire insurance company 
requested me to reinsure its business, which was of choice 
character, showing a very low average loss ratio, and which 
carried with it a valuable agency organization. If this com- 
pany had been in a position to pay for the reinsurance with 
cash or convertible securities, the transaction could have been 
closed in forty-eight hours. On careful analysis, however, I 
found that after securing control of the company two years 
ago they had substituted for several hundred thousand dollars 
of first-class liquid securities other securities of debatable value 
and unsaleable at this time. Thereafter the premium volume 
began to decline, with the result that losses were being paid 
on the run off of a much larger volume of business than was 
being currently written, so that income was insufficient .to 
meet disbursements for losses and expenses. Thereupon, hav- 
ing nothing which could be sold, the company resorted to 
borrowing, and hypothecated as security for these loans the 
best of its assets. There was no possibility that the current 
operations of the company would provide sufficient income to 
meet current disbursements for losses and expenses and per- 
mit of the payment of any appreciable part of the money 
borrowed; and apparently it had reached the end of its abil- 
ity to borrow. The problem of finding assets which any other 
company would accept in payment for reinsuring the business 
was intensified by the fact that the soundest assets were hy- 
pothecated as security for the loans. In other words, the 
company had reached the point where disintegration had be- 
gun; it is certain that policyholders would not pay their pre- 
miums to it if fully informed concerning its financial condi- 
tion which was becoming more widely known each week, 
and any further decline in premium income will inevitably 
result in inability to meet current obligations, and therefore 
produce the final collapse of the company. 

Continued on page 386 
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*Abraham Lincoln 


COMPANY 


Aetna Life 
tGanada Life 


Shares Par Dividend 
Outstanding Value Rate 


10,000 $20 
1,500,000 . 10 


Date 
Payment 
Dividend 


Feb. 1 


10,000 100 20.00A J-A-J-O 1 
a 80,000 5 80A Dec. 31 
*Central (Ill.) 


20,000 20 «1.10 


INSURANCE STOCK QUOTATIONS 


1931 Range 


High 
37 
61 


30 
27 


Low 


33 
18% 

485 
25 
10 


1 


18 

450 

20 
4V, 


Sept. 18, 1932 
Bi 


Asked 
28 
20 

520 

25 


Columbian National 100 4.00S F-A 3 325 295 110 
tConfederation Life (Cap. $200,000 
—20% paid) ... 400A M-J-S-D 30 190 155 
Connecticut General 300, 10 300 J-A-J-O 1 119 29 37 
*Continental Assurance , 10 .50Q J-A-J-O 1 70 29 20 
*Continental Life (Mo.) j 5 16 10 5 
tCrown Life ‘ 100 8.00A Jan. 2 98 
*Great Northern 50 6.00 A-J-O1 125 110 
tGreat West Life . 100 30.00A A-J-O1 390 255 
tImperial Life (Can.) , 100 15.00A 
*Life of Va. 50, 20 750 J-A-J-O 1 
{Manufacturers Life JL 100 10.00 J-J2 
* Missouri State 200, J-A-J-O 1 
tNational Life 25% pd. ......... 15.00A 
*New World 113,450 80A Mar. 1 
*North American Life ... 250,000 5 1.00 J-J 
*Northwestern National 220,000 
*Ohio National 82,679 1.25 Jan. 1 30 
*Old Line ( Wisc.) 100,000 10 4.250 J-A-J-O 1 29 
*Pacific Mutual 508, 10 h.500O J-A-J-O 1 531% 2! 
Pan American 10 £f.60S Jan. & July 1 31 26 
10 Mar. 1 45 
*Philadelphia ; 10 c60A Feb. 1° 18 : 2 
*Sun (Canada) . 100 J-A-J-O1 1,850 353 280 320 
Travelers . 100 4.00Q M-J-S-D31_ 1,075 390 §=6©390 = 400 
*Wisconsin National . 10 50S F-A 1 25 20 10 13 


J- 
J- 


* Above quotations furnished by H. W. Cornelius of Bacon, Whippiet Quotations furnished by A. J. Pattison, Jr. & Co., Toronto, Canada. 
& Co., 112 W. Adams St., Chicago. f paid extra 4% Jan. 1 and 3% July 1, 1930. 


arate of $1.00 per share. g extra div. of 5% paid in 1929 and 1930. 
brate of $7.25 per share. + Based on 1929 Cash Dividend. 


d plus two extra $.25 dividends payable in February and August. halso company has been paying extra of $.10 quarterly. 








Conservation Reclamation 


THE OTIS HANN COMPANY, Inc. 
LIFE INSURANCE SERVICE 


Founded 1901 


Serving Twenty-Four J. Roserts Hann 333 No. Michigan Ave. 
Life Insurance Companies President Chicago, IIl. ry 
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LIFE INSURANCE SALES 


According to the Association of Life Insurance 
Presidents, life production in August is off 20.3%. 
Ordinary insurance is off 18.8% which compares very 

18,198 favorably with the previous four months which aver- 
28 aged better than 25% off. Naturally, even an 18% 


decrease (considering the fact that the previous FULL LEVEL PREMIUM COMPANY 


August showed a 12% decrease) is nothing to cheer Has 4 General Agency Openings 
about, but at least it is not so bad. We believe the 


Ordinary insurance figures to be the best business 
barometer of the group. 


Group insurance is off 36% but this line fluctuates , A 
and does not indicate much except the current pros- One in each of the following states: 


perity (or rather lack of prosperity) of business. MINNESOTA 


The most disquieting of all the figures published IOWA 
are those for Industrial insurance, which show a 
steady and rapid decline each month from February 
when it was 5.6% ahead of the previous year. From ILLINOIS 
this point the decline has been continuous, reaching its 
maximum with August at 20.5% off. There is only A purely mutual, full level premium 
one interpretation to put on these figures—the re- 


sources of the Industrial population are becoming im- 3 d witl : 
paired so that they no longer are able to afford in- ing; and with a record of uninterrupted 


MICHIGAN 


314% low net cost company, highest rat- 


surance. This in turn means that demands for the growth and progress. 
unemployed upon private charity and the government 
will be far more severe this winter than last. Men who believe they have General 

According to figures of the Research Bureau, the 
decline in sales was generally distributed throughout : : 
the various sections of the country. | particulars by addressing the Agency 


Agency qualifications may obtain full 
Department. 


NEW YORK CITY AGENCY PRODUCTION FIGURES 
(As Reported to Alfred M. Best Company, Inc.) 


Month of August Totals from January 1 
Agency 1932 1931 1932 1931 [ ] 1 ] Tr 
Mutual Benefit—Chas. MuUT AL TR Ss 
E. DeLong .... $1,849,600 $1,405,000 $13,079,100 $16,501,361 


Aetna Life—R. H. LIFE INSURANCE 
ME Sscdecces 1,614,330 1,539,751 14,648,383 17,419,137 


Canada. 


—— rowm a cison ES) curcaco 

BD. Te vccce 1,425,000 2,141,907 16,042,438 22,771,844 ol 33 
Mutual Life—Julian as esi, jaacaaliateed 

S. Mysiek ...0% 1,194,826 1,728,013 18,914,451 26,443,418 
Connecticut Mutual— 

Fraser Agency.. 1,087,315 1,076,405 9,522,418 12,446,901 
Penn Mutual —J. 

Elliott Hall .... 1,074,029 1,418,426 12,731,019 15,126,304 
Mass. Mutual— 

Keane-Patterson 

Agencies 930,000 1,230,000 10,372,081 12,619,647 
Prudential—P. R. 

Garrison 534,008 1,183,060 12,252,620 16,306,215 


Provident Mutual— 
Clancy D. Connell 





180,500 403,500 4,426,600 4,638,150 
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ANSWERS.TO C. L. U. EXAMINATION QUESTIONS 


NOTE 


The accompanying answers to questions which were given in the June 
1932 C. L. U. examinations form a composite set made up from the re- 
plies of various candidates. This set does not purport to show perfect 
answers to each question, nor to indicate that the answers presented 
were the best which appeared on any paper but rather to give repre- 
sentative answers. Many of the questions and problems involve the 
use of judgment on the part of the candidate. Accordingly, no hard 
and fast solution could be expected. Credit was given for the reason- 
ableness of the candidate’s answers and intelligence with which he 
applied his knowledge. 

Candidates for subsequent examinations are particularly cautioned 
not to use this set of questions and answers as a means of prepara- 
tion. The answers are by no means a short-cut which will take the 
place of thorough and systematic study of the subjects suggested. 
Anyone who uses them as such invites disappointment since the ex- 
amination questions each year are framed with the idea of testing 
whether the applicant’s knowledge is thorough and comprehensive. On 
the contrary, a candidate who has properly studied the various subjects 
contemplated by the examinations may find a compilation such as this 
helpful in suggesting the comprehensiveness with which questions 
should be answered. He may also find it useful, after completing his 
preparation, to answer cach of these questions for his personal infor- 
mation and then compare the results with the answers herein pre- 
sented. 


ANSWERS TO PART II—JUNE 1932 C. L. U. 
QUESTIONS 


EXAMINATION 


LIFE INSURANCE SALESMANSHIP: 
Question 1. (a) Define salesmanship. 
(b) In your opinion, are the services of the salesman vital and neces- 
sary to the success of a life insurance company? Discuss fully. 


Answer: (a) Salesmanship is the art of presenting the advantages 
of an offer in a way which makes a direct appeal and tends to prompt 
action. 


(b) A number of reasons may be advanced as to why the services 
of salesmen are vital and necessary to the success of a life insurance 
company. (1) Life insurance deals with the future and this causes 
most people to put off attending to their life insurance program. If 
left to their own initiative very few would buy insurance at the 
proper time and many would put it off until it is too late. (2) Life 
insurance is not a tangible thing and therefore it does not have the 
same appeal as automobiles, radios and more material commodities. 
Usually there are so many things that will give a prospect immediate 
sensory enjoyment that it takes persuasion of the best kind to induce 
him to give them up for a future benefit to be gained through life 
insurance. (3) Because of its complexity the layman cannot be ex- 
pected to know all the uses of life insurance. It requires a salesman 
to point out how insurance will care for the needs in each particular 
case. (4) The idea of death is inevitably associated with life insurance 
and most persons instinctively like to think of more pleasant subjects. 
The services of a salesman are necessary in order to make the prospect 
consider the subject and to urge the prospect to take out the insur- 
ance which his reason tells him he needs. 

In more general terms it may be said that life insurance selling 
requires personal solicitation because of the inherent normal defensive 
attitude of the public, which will not protect itself voluntarily against 
the economic consequences of death. Until such time as there is a 
definite recognition on the part of the public for the need of insur- 
ance, coupled with a definite desire to purchase it, the life insurance 
salesman must be the medium through which the ignorance, indiffer- 
ence and inertia of the public must be overcome. 

Question 2. Old policyholders are said to be prospects for the pur- 

chase of new life insurance. Explain briefly, citing five specific 

reasons, why they may be prospects. 

Answer: Most old policyholders are excellent prospects for the pur- 
chese of new life insurance. (1) One very important reason for this 
has to do with changing needs. Most people will find, after the pur- 
chase of their first policy, that at some later time they need more 
insurance. The need may be brought about by changes in the law, 
(such as in the laws pertaining to bankruptcy, taxes, assignment, bene- 
ficiary, etc., or by economic changes in the status of the individual. 





Many persons start their insurance program with a relatively small 
income which grows during the course of years. As the insured grows 
older his increased income, increased responsibilities in business, the 
establishment of a home, the rearing of children, etc., together with 
many similar circumstances furnish a countless number of needs for 
insurance which the agent should care for. There are other reasons, 
however, as to why old policyholders make good prospects. (2) By the 
purchase of the first policy the insured has given evidence of his 
appreciation of life insurance and the services which it performs. He 
does not have to be “sold” again regarding the merits of life insur. 
ance. (3) The insured should be favorably inclined toward both the 
agent and company because of his previous business relations with 
them. (4) The insured has demonstrated his insurability by having 
passed inspection and a medical examination. (5) The agent knows 
much about the policyholder from past contacts with him. He knows 
his age, family responsibilities, business responsibilities, income, inter- 
ests, hobbies and last but not least, his present life insurance holdings 
and the provisions regarding the disposition of their proceeds. These 
facts give the agent a decided advantage over agents who do not 
possess such information. Another reason which might be mentioned 
is that old policyholders are often “centers of influence” from which 
the agent may insure other members of the family, business associates, 
friends, etc. 


Question 3. Using your own facts, prepare a specific sales talk for 
the presentation of an immediate non-refund annuity to a woman of 
70 without dependents. 


Answer. Mrs. Jones, you probably have a great many experiences 
and pleasant memories that you continually look back on during your 
life time. Not the least of these happy memories are the days when 
Mr. Jones used to have the entire management of the family financial 
affairs. It was easy for you, through your own thrift, to accept the 
check he gave you every month to provide for the household in an 
efficient and businesslike manner. 


However, now the situation is reversed and your job is to manage 
your money to make it give you the income necessary each month 
to provide a comfortable living. 

Mrs. Jones, there is an institution today that can revive those days 
of freedom from care and worry over managing money. That is the 
great institution of Life Insurance which has grown to tremendous 
size with billions of dollars of assets. Life Insurance has grown he- 
cause it has been carefully regulated by the government and its invest- 
ments consist mainly of good bonds and prime first mortgages. [e- 
cause of careful management there have not been any failures of 
consequence and my company has stood like the rock of Gibraltar, safe 
and sound through many depressions. 

Here is what my company will do for you. 

It will manage your money for you. It will allow you to get the 
greatest possible use out of the money you have today. You have 
no one except yourself to provide for and the largest guaranteed life 
income that you can get with such good security will enable you to 
do many things not possible today. 

It will pay you a monthly income of more than twice the amount 
you are receiving now from your own investments. The company can 
do this because it will gradually use up the principal each year, giving 
you a little of the principal and all the interest. But you can’t out- 
live it as the company makes a contract with you stating definitely 
that it will pay this income to you as long as you live. 

What a fine arrangement it will be for you. There is no worry and 
you don’t have to be a bit concerned when the market prices of bonds 
fall far below par. You will not need to make many trips downtown 
to see your banker and consult with him about investments to be made. 
You will not have to clip the coupons on your bonds or watch the 
date when the company issuing them wants to redeem them. 

My company will do all those things for you and your check will 
be delivered to you each month by the postman right here at your 
door. The income is steady and will enable you to know each month 
how much is coming in. You can travel and these checks will be 
mailed to you wherever you direct. 

All your time can be devoted to travel, reading, operas, lectures— 
in fact doing those things you have wanted to do, but have not 
been able to do before. Go where you please, do what you want. Isn't 
that quite a wonderful proposition, Mrs. Jones? (Get answer) 
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Absolute safety—higher income—no worry—all the freedom you want 
—and your check mailed to you each month. 

Would you want the check mailed here or to some other address? 
It would be best to have it mailed here wouldn’t it, Mrs. Jones? Upon 
an affirmative answer complete the application. 


Question 4. Define and explain briefly the following terms in rela- 
tion to their importance in the selling process. 
(a) Instinct 

(b) Acquired habits 

(c) Programming 

(d) Prospect 

(ce) Human nature 

(ft) Sensation 

(g) Imagination 

(h) Procrastination 

(i) Knowledge of fundamental sales psychology 
(j) Creating desire 


Answer: (a) While there is some difference in the opinions of 
authorities regarding an exact definition, instinct may be defined here 
as an inborn tendency causing people to respond in a given way to 
a given situation. There is much difference in the opinions of authori- 
ties regarding the number of instincts a person possesses. Some limit 
the number to a few such as the sex instinct, the fighting instinct, and 
the instinct of self-preservation, while others include a much larger 
number within their definitions. 

Regardless of the exact number which a person has, the life insur- 
ance agent should remember that such characteristics are native rather 
than acquired, are common to all normal persons, and can be effec- 
tively used in the sale of life insurance. The desired action (the 
purchase of life insurance) can be brought about by appealing to one 
or more instincts and in this manner providing the prospect with a 
motive or motives for carrying out his conviction that he needs the 
insurance, 

(b) Acquired habits are behavior patterns which are not inherited, 
but are learned or acquired through experience. As in the case of 
instincts, the individual responds in a given manner to a given stimu- 
lus. Effective salesmanship involves the utilization of a prospect’s 
habits in getting him to buy. For example, suppose a man customarily 
gives his wife a check monthly to pay household expenses. This habit 
may be effectively capitalized in selling a policy by emphasizing the 
installment method of settlement. 

(c) Programming is analyzing a man’s life situation in order to 
discover his various insurance needs, and then working out a pro- 
gram of insurance to meet these needs. Obviously the more infor- 
mation the underwriter can obtain concerning the prospect, the better 
he can draw up a program for the individual. To program effectively, 
the agent must know a prospect’s various needs, such as: income for 
his wife and children, clean-up fund, educational fund for children, 
old age retirement, the accumulation of a fund for specific purposes, 
etc. Selling by this method, therefore, involves not merely trying to 
sell a policy, but rather providing for definite needs by insurance. 

(d) A prospect is a person who is approachable by the underwriter, 
who can pass the medical examination, who is an acceptable moral risk 
for the company and who can pay the premiums for the insurance he 
needs. If the individual does not meet these qualifications the under- 
writer will waste both his and the so-called prospect’s time by inter- 
viewing him. 

(e) Human nature may be defined as the sum total of the behavior 
characteristics of human beings. A knowledge of human nature is 
important to the underwriter from two different standpoints. He should 
list his own characteristics, both good and bad, and set for himself 
the task of accentuating the good and eliminating the bad. His knowl- 
edge of human behavior will also be extremely helpful in so present- 
ing his proposition to others that it will be accepted. Behavior may be 
due to native (instinctive) or acquired action patterns (habits). If the 
agent understands these fundamental motives and knows that they are 
responsible for all action he can so utilize them as to arouse interest 
and a desire for life insurance. 

(f) Sensation is the response obtained as the result of a stimulus 
being applied to any one of the sense organs. Fundamentally the sell- 
ing process must depend upon hearing primarily since most selling is 
conducted by word of mouth. But more is retained when seen by the 
eye and hence visual illustrations are often used to make the sales 
talk effective. So, also, the other senses may be used and the more 
they can be properly employed the easier the sale will be. 





(g) Imagination is the process of creating mental pictures of situa- 
tions that do not now exist. The life underwriter needs to draw on 
the imagination, even more than other types of salesmen, since he is 
selling an intangible commodity. He is in fact selling a service, the 
benefits of which will be received sometime in the future. He, there- 
fore, must make his presentation of the functions of life insurance so 
vivid that for the time being the prospect will see the picture clearly. 
This may be accomplished by the painting of word pictures in terms 
with which the prospect is familiar. 

(h) Procrastination is a natural inclination which most people have 
which causes them to postpone decisions and actions. This tendency 
is particularly apparent when the decisions or actions are concerned 
with things which are new. The purchase of life insurance is not a 
routine matter and hence the salesman will find that most of his 
prospects will want to delay when he proposes action. Procrastination 
must be recognized in the selling process and the salesman should not 
let the prospect put him off but should incite him to the extent that 
he will be ready and willing to act on the proposition which he has 
to offer. 

(i) A knowledge of fundamental sales psychology is necessary in 
order to prevent the underwriter from groping about blindly in his 
sales process. The salesman should have a thorough understanding 
of, and the ability to make effective use of, those important phases of 
human nature which will enable him to secure a person’s attention, 
arouse his interest, convince him he needs insurance, persuade him to 
acquire it, and then leave him satisfied with the life insurance which he 
has purchased. The extent to which an underwriter acquires this 
knowledge and possesses the art of using it determines in a large 
measure his success in the profession. 

(j) Creating desire is the process of making a person want a thing. 
The underwriter must make the prospect not only willing to have or 
mildly want a policy, but he must create such a strong desire that it 
will constitute an effective demand. In order to create desire, the bene- 
fits to be derived should out-weigh the cost, the inconvenience, or 
other disadvantages involved in procuring the insurance. 


Continued on page 3867 
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2 ORGANIZED SELLING METHODS 


have made it possible for the 21% of our Agen- 
cies that adopted the Methods ‘in toto’ to pay for 
99.3% as much business for the first 6 months 


of 1932 as they did in the same period of 1931. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 














“MARCHING STEADILY FORWARD” 


IN 1931—AN 8 PER CENT GAIN IN PAID BUSINESS OVER 1930 


Why? 
First—A Loyal and Energetic Agency Force 


SECOND—An Attractive Line of Policies 


THirD—Constant Cooperation and Encouragement by Home Office 
Departments 


Managed by Men Who Understand the Field Man’s Problem. 
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NORTH AMERICAN LIFE INSURANCE COMPANY 
JoHN H. McNamara, Founder 
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CHICAGO, ILLINOIS 
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ANSWERS TO C.L.U. QUESTIONS—Continued 


Question 5. Current estimates indicate that but a small percentage of 
the life insurance now in force is payable in installments or under 
trust agreements, Set forth fully the approach which you would 
use in recommending the placing of life insurance proceeds in trust. 
Use such facts of your own as you regard necessary for presentation. 


Answer: Mr. X, I would like to discuss with you the insurance 
of your present life insurance program. You have a fine “line of in- 
surance” which apparently takes care of all your needs. Yet, did you 
ever think about what would happen if you passed out of the pic- 
ture? First of all, representatives of six life insurance companies would 
call on your widow. After getting the necessary proofs they would 
ask her a number of questions—would she want the proceeds paid in 
cash, would she want an income and if so what form would it take? 
If she took the proceeds in cash she would have the worry and cares 
of management and if she selected an income from the life insurance 
companies she would have to deal with six companies under plans 
which would not have any flexibility. 

This is a large order for a woman, particularly if she is not ex- 
perienced in business matters. History shows that many men like 
yourself have been too busy creating their insurance estates to give 
much thought to their proper conservation and distribution after 
death. Most estates left in a single sum have vanished or else been 
greatly depreciated by the end of seven or eight years, as shown by 
various surveys. This is due in part to administrative expense, court 
costs and fees, debts, taxation, etc., but mostly because of bad invest- 
ments made by beneficiaries. 

You could make it possible for your widow to see only one person 
in order to make her decisions, and these would be of such a character 
and so few in number that she would be relieved of all worry and 
would be practically assured of the income which she would need for 
living expenses. I am referring to a trust agreement. You probably 
have a high opinion of the trust companies here. Specifically, if you 
place your insurance in trust you will accomplish several things for 
your wife and children: 

1. The funds will be safe because of the expert management afforded 
by a company which specializes in such matters and is regulated by 
the state. Through the principle of diversification much risk is elim- 
inated. 


2. There will be a saving in administration costs and in the deprecia- 


tion of the estate at the time of your death. 

3. Your wife will be relieved entirely of the worries of management 
both in the settlement of your affairs following your death and for 
all time thereafter. In this connection it is worth noting that the 
trust company will manage the entire estate and not just the life insur- 
ance proceeds. The trustee will collect all insurance proceeds, will pay 
all bills and outstanding obligations such as taxes, court costs, etc., and 
will invest the balance and pay your wife a monthly income. 

4. This varied according to the discretion of the 
trustee. If one of the children should have a serious accident or ill- 
ness or if some other unforeseen emergency should arise, the trustee 
would provide the necessary cash to meet that emergency, even if it 
should be necessary to use part of the principal. 

5. If your wife should pass away during the minority of your chil- 
dren the trustee could continue to pay the income to the children 
through their guardian. 

The advantages of such a plan as outlined above can be gone into in 
more detail if you will meet me at the Blank Trust Company tomorrow 
morning. 


income can be 


Question 6. (a) Objections by the prospect during the interview help 
to develop a salesman as well as aid in the particular interview in 
which they arise. Discuss briefly five advantages or benefits which the 
salesman may derive from an intelligent use of the prospect’s objec- 
tions. 

(b) You are confronted with the following specific objections. Set 
forth your suggested replies, using your own facts if necessary. 

(1) Life insurance as an institution must face the readjustment 
problem as banks, financial concerns and industries have faced it. 
I shall await developments. 

(2) I have suffered a reduction in salary. 

(3) I must remain in a liquid position. 

(4) My own business requires all the funds I can raise. 

(5) Submit it in writing and I shall be glad to go over it. 


Answer: (a) Five advantages or benefits which the salesman may 
derive from an intelligent use of the prospect’s objections are: * 


1. If the objections are real the salesman knows that the prospect 
is interested. He is interested or he would not take the. time to offer 
any resistance. The salesman knows the proposition has created some 
thought in the prospect’s mind or he would not be able to think of any 
objections. 

2. The objections offered reveal to the salesman what train of 
thought the prospect is pursuing and this permits him to plan his inter- 
view accordingly. He can judge what points to emphasize and what 
points he should not stress. 

3. The salesman learns through experience what objections the nor- 
mal person usually offers and this helps him in his future interviews 
with prospects. They keep the salesman alert and stimulate him men- 
tally. 

4. Objections often save the salesman time and energy. By answer- 
ing the objections satisfactorily obstacles are removed and the sale 
may proceed smoothly. Objections such as “cannot pass examination” 
etc., frequently show that the person being interviewed is not a pros- 
pect, i.e., he cannot pass a medical examination, cannot pay for the 
insurance or does not need it. 

5. By successfully answering objections the salesman gradually builds 
up the confidence of the prospect in the salesman and at the same 
time he increases confidence in himself. This aids in the sale of the 
insurance. 

(b) 1. “The life insurance business is of such a nature that it is 
always prepared for periods of stress and strain. Life insurance com- 
panies should not be placed in the same class with other business con- 
cerns which have been so severely affected by the present period of 
readjustment. They operate upon a more scientific basis. Life insur- 
ance companies invest in long time loans with low rates of interest. 
The application of the principle of diversification in these investments 
and the fact that the companies can hold these securities until maturity 
give them a high degree of safety. Liquidation of investments is not 
necessary because the periodical income of the companies is sufficient 
to meet all claims, loans, and other moneys which must be paid out. 
The income received by the companies comes largely from premium 
payments and interest on investments. The operation of the law of 
averages in several respects is another reason why the companies have 
a much better record than other financial institutions such as banks, 
trust companies and building and loan associations. The nature of the 
obligations assumed by life insurance companies is not comparable to 
banking institutions. They do not require a high degree of liquidity, 
nor are the institutions subject to “runs’’, or pressure for prompt 
liquidation. Claims are estimated beforehand through scientific calcu- 
lation of the risk involved and these are provided for by adequate 
charges or premiums out of which reserves are maintained to meet the 
claims when they ultimately come due. It is the fact that claims usually 
do not mature until years in the future that permits the companies to 
keep their funds properly invested in long term securities rather than 
maintaining them in liquid form.” 

(2) “True you have had your salary reduced but your living ex- 
penses have also been reduced appreciably. In addition if you admit 
you are having a harder time now to make both ends meet how can 
you expect your wife to get along if there is a hundred per cent 
salary cut through your death? Why not capitalize yourself for the 
full amount of your life value and in case you pass on your family 
will receive your estate worth 100% and not 50% or less, which will 
be the case if you do not take out insurance.” 

Continued on next page 
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ANSWERS TO C.L.U. QUESTIONS—Continued 


(3) “Nothing would enable you to remain in a more liquid posi- 
tion than life insurance. It will bolster your credit, increase your 
assets and at the same time protect your dependents against the un- 
certainties to your estate which death would bring.” 

(4) “Your own business must certainly be carried on but did it 
ever occur to you that if you put all your money back in your busi- 
ness you are literally putting all your eggs in one basket? Don’t you 
think it would be wise to diversify to a certain extent? Why not have 
a safety fund outside of your business which will not be affected by 
adverse developments within your business?” 

(5) “If I submit it in writing will you permit me to go over it with 
you? I shall be glad to place my services at your disposal in order to 
draw up an adequate program to fill your needs.” 

Question 7. (a) What is your understanding of a “brief” or “written 

presentation” in a life insurance sales proposal? 

(b) What are the advantages to the salesman in the proper use of 

the “brief” or such “written presentation”? 

(c) What specific information should be set forth in the “brief” or 

“written presentation”? 

Answer: (a) A “brief” or written presentation might be defined as 
a prospectus setting forth the important features of a proposed con- 
tract in such a manner as to arouse an 
desire in the mind of the prospect. 

(b) A brief allows an added sense (sight) to be used, thus impress- 
ing the prospect to a greater degree. It permits a visual presentation 
of the proposition. 

(2) It gives the prospect something on which to center his atten- 
tion during the interview. All points of the program are before the 
prospect and they can be treated in an orderly manner. It also prevents 
a failure of the agent to mention important points. 

(3) It tends to put the salesman at ease, provides an opportunity 
for further interviews, and inspires confidence. 

(4) In some cases it pleases the prospect because it appeals to his 
vanity and gives him a feeling of importance. 

(c) In the brief should be included: The name and age of the pros- 
pect, the name of the agent’s company, the needs of the prospect, the 
types and amounts of insurance which will fill these needs and an 
explanation of how the insurance will be of value to the prospect. 
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Regarding this last point, judgment should be used in the preparation 
of the brief in order to adapt it to the particular prospect in question, 
Some of the things which might be included for this purpose are the 
administration of the proceeds and the dividend schedules for th: 
current year. The cost should not be stressed. 


Question 8 (a) What methods would you use to arouse the atten 
tion and obtain the interest of a prospect in a life insurance inter 
view? Present fully. 

(b) “Price” and “Delay” are signals in closing. Discuss fully. What 
is the importance in the close of the so-called “psychological mo 
ment”? 

Answer: (a) A prospect’s attention and interest may be obtained in 
number of ways: 


1. By asking a question which arouses his curiosity. For example 
you may say, “Mr. Jones do you know what would happen to your 
insurance if you and Mrs. Jones were killed in a common accident?” 
Any statement of this kind, whether connected or not with insurance, 
which arouses his interest is good. 
to know what you mean. 

2. A appeal to something which interests him. 
For example, “The new income tax law will certainly hit the incomes 
of men in your position,” or, “Many men have a rating in Dun’s and 
Bradstreet’s which is too low.” The instinctive answer is ‘‘What do 
you mean?” and this leads to an interview. 


He instinctively is curious and wants 


logical or rational 


3. Through the use of objects. A chart showing depletion of estates 
by taxes, etce.; a check for one hundred dollars with the question, 
“how would you like one of these each month after you are 60?” 
etc., may be used. The manipulative instinct of the prospect is aroused 
and because he likes to handle objects he becomes interested. 

4. Attention and interest may be aroused through action. Some act 
of the salesman such as walking across the room, holding up a picture 
or graph, or drawing a diagram, will instinctively arouse the atten- 
tion and interest of the prospect. A movement of this sort must be 
followed by efforts to maintain interest or the effect will be lost. 


(b) “Price” in the close indicates interest on the part of the pros 
pect and is a signal to the underwriter that he should attempt to com 
plete the sale. If the interview has been controlled properly and the 
prospect has been shown that he needs the insurance, any question on 
his part regarding the cost indicates he has the desire to purchase if 
the price is satisfactory. 

“Delay” on the part of the prospect usually means that he is sold. 
He has the desire, but his instinctive trait of procrastination is making 
him defer his decision. This is human and is to be expected. The 
underwriter should understand that all persons hesitate to make a deci- 
sion no matter how important or unimportant the result may be. 

The “psychological moment” does not necessarily occur but once 
during an interview, but may occur a number of times. It is the time 
when the prospect is ready to conclude the sale. A keen and alert sales- 
man will sense it the first or second time it appears and close, thus 
saving himself time and also avoiding the all too frequent occurrence of 
talking too much. 


Question 9. Enumerate and discuss briefly five developments in the 
institution of life insurance during the period of the current depres- 
sion which can be used in sales presentation and set forth fully the 
specific sales value, of each. 


Answer. Five developments in the institution of life insurance dur- 
ing the period of the current depression and their sales values are 
as follows: 


1. The prompt payment of death and disability claims. No large life 
insurance company has failed to meet its claims, while there have been 
many such failures in all other classes of financial institutions. The 
splendid record of the life insurance companies is due to the sound- 
ness of the principles underlying their operation. They have been able 
to earn the interest rate promised, they have been able to predict 
accurately the death rates, and their reserves and other assets are in- 
vested in high-grade long-term bonds and mortgages and they are 
under the strict supervision of the various state governments. The 
salesman may cite this record to great advantage. 

2. Prompt payment of cash and loan values. Life insurance reserves 
have been drawn upon in times of emergency. Many people have found 
in their insurance their only liquid reserve, and as such have turned 
to it and received direct and immediate aid. People learn much by ex- 
perience and this should be of great benefit in future selling. As soom 
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as people are able they should turn to life insurance for the safe 
investment of their money because it has demonstrated what it really 
can do. 

3. The observation that mutual life insurance companies are paying 
dividends out of current earnings, and not out of accumulations in 
the past. In some cases these dividends have been reduced, but this 
may be used in a sales presentation to show the conservative and effi- 
cient basis upon which the companies operate. 

4. The stability of the life insurance investment. Values in life in- 

surance do not depreciate but rather they appreciate because of the 
periodical additions thereto in the form of premium payments. Directly 
after the market crash in 1929, and ever since, this fact has been 
deeply impressed upon the minds of most people. It can be used to help 
the sale, because it furnishes the investor with a safe investment that 
gradually increases in value in spite of business or financial conditions. 
It can be used to appeal to the desire for old age provision and for 
the protection of dependents after death. 
5. The offering of new policy contracts or the emphasizing of exist- 
ing ones for the purpose of enabling the policyholder to adjust himself 
more quickly and efficiently to new conditions. The annuity contract 
is new with some companies, and so is the retirement income, family 
income and special term contracts for 1, 2, 3, and 5 years. Many people 
recently have used short term endowment contracts for investment pur- 
poses. The agent can take advantage of these contracts as their newness 
will of itself attract attention. He will perform a real service if he 
sees that his old policyholders as well as prospective policyholders are 
informed regarding these newer developments. 

6. More general developments during the depression which might be 
mentioned here and which could be used as sales arguments by the 
agent are: the continued investment of funds by life insurance com- 
panies; the economic and social use of loans; and the ability of the 
companies to maintain necessary liquidity without deviating greatly 
from their regular principles of investment. 


Question 10. (a) The statement has been made that “the day of high 
pressure salesmanship in life insurance is past.” Explain. 

(b) Sales managers stress the importance of the personality and the 
character of the salesman in the sale process. Discuss. 


Answer: (a) High pressure salesmanship in life insurance means the 
placing of life insurance, not as a means to an end, but as an end in 
itself. It is selling to serve the purpose of the salesman rather than 
that of the buyer. It ig selling not in terms of needs but wholly re- 
gardless of needs. It assumes the development of skill in closing carried 
to an unusual degree of perfection. 

This type of selling is passing out of existence due to the greater 
education of the public and due, also, to those executives, teachers and 
underwriters who have a professional concept of the business. The pro- 
fessional attitude that is being developed has for its basis the requisites 
of a profession. The professional concept requires not only an ethical 
standard of conduct toward the public and toward one another by those 
in the business, but it requires also a broad fundamental education to- 
gether with the knowledge and use of an exact science in the vocation. 
The professional attitude recognizes that gain comes second and service 
first; that real love and enthusiasm for the work must be had and this 
must be based upon a standard so high in usefulness and nobleness that 
the profession will have the respect of all persons. 

(b) Personality is what a man seems to be. Character is what he 
really is. As a rule the prospect buys for the first time because of the 
personality of the salesman but if the salesman is to continue to sell 
his clients he must have a character which will cause others to respect 
and believe in him. Thus to be a successful salesman, one must not 
only have personality but also a good character. A pleasing personal- 
ity involves a friendly attitude, but not one that is overbearing; one 
which people will like and cause them to want to associate with him. 
A good character involves integrity and honesty that will never be 
questioned; character is the measure of a man’s moral fibre. 

The character of the underwriter is of the utmost importance to the 
company for which he works. Much dependence is placed upon the 
salesman in the selection of the risks submitted to the company. A 
salesman with a poor character could, by the selection of poor pros- 
pects greatly increase the risk which the company assumes. 

The salesman with personality and a good character is thus a valu- 
able asset to a life insurance company. However, this value can be 
greatly increased by the agent if he will make an effort to inform him- 
self about those subjects which are important in his work. To person- 
ality and character should be added knowledge of the subject and of 
the proper methods of selling. The salesman should, also, have the 
professional concept. 

Continued on next page 
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ANSWERS TO C.L.U. QUESTIONS—Continued 


ANSWERS TO PART III—JUNE 1932 C. L. U. EXAMINATION 
QUESTIONS 

GENERAL EDUCATION: 
(Note: A special grade on English will be given each candidate for 
this examination. It will be based upon grammar, spelling, punctua- 
tion, paragraphing, and other factors essential to the writing of good 
English.) 

(a) Economic Problems 


Question 1. In recent months short selling by speculators on the 
stock exchange has been repeatedly attacked. 

(a) Do you consider short selling economically sound? Reasons. 
(b) What economic functions are performed by speculators on the 
stock exchange? 


Answer: (a) Short selling is economically sound because it performs 
a substantial service in stabilizing prices. It acts as a check on both 
the upward and downward movements of security prices. If in the 
opinion of the short-seller prices are too high, he may sell short, thus 
adding to the supply of stock offered for sale. This has a tendency to 
lower the price. As prices surge upward more short selling may appear, 
acting as a check to the upward swing of stock prices. Of course, the 
short-seller hopes to be able to cover his sale by buying in at a lower 
price in the future. If his judgment is right he makes money—if wrong, 
he loses. Since all short sales must be covered sooner or later by 
purchases of equal amounts, this acts as a cushion to the market if 
prices start falling. When this occurs the short-sellers begin to cover 
their contracts and buying orders appear in the market, thus checking 
the downward movement by increasing the demand for stocks. The 
practice of short-selling therefore facilitates an orderly market. 

Short-seiling also helps make the market more continuous; permits 
arbitragers to operate, thus leveling prices between different markets; 
is essential to the operation of the odd-lot business; aids in the disposal 
of “rights” or privileged subscriptions; and facilitates the disposal of 
stocks which are owned but which are not available for delivery at 
the time of sale. 

Many people contend that short-selling is not economically sound, 
particularly during trying periods of liquidation. Short-selling during 
such periods does not perform an economic service but instead tends 
further to reduce prices. Where short sales are accompanied by the 
formation of pools for manipulative purposes the effect on declining 
prices is often greatly intensified. Abuses connected with short-selling 
have been recognized by the Stock Exchange which has recently re- 
stricted such trading in various ways. 

(b) Speculators on the stock exchange perform an important eco- 
nomic function by assuming risk. They direct the flow of capital into 
new industries by the purchase of securities, thus promoting the de- 
velopment of the country. By their transactions they express their 
judgment regarding future trends of general business as well as of 
individual industries and corporations. This discounting function fur- 
nishes a guide to business men regarding future business conditions 
and at the same time gives the investor the benefit of combined judg- 
ment regarding the attractiveness of the securities listed on the Ex- 
change. Further, speculators help make the market continuous, thereby 
affording investors a ready market and enabling bankers and others to 
know at any time the value of stocks as collateral. Finally, the exercis- 
ing of opinions by speculators through buying and selling stocks tends 
to stabilize stock prices. 


Question 2. The following statement appeared in a recent issue of 

Current History: “It now seems certain that the Treasury will be 

forced to borrow $2,000,000,000 in bond issues to cover the deficits 

for the period ending July, 1932. This issue by itself will bring about 
important inflationary consequences.” 

(a) What do you understand by inflation? 

(b) Do you agree with the above statement? Why or why not? 

Answer: (a) Inflation: is a general rise in prices brought about by 
the issuance of additional money or credit without a corresponding in- 
crease in the physical volume of trade. It results in a decrease in the 
purchasing power of the currency as more dollars are required to pur- 
chase the same article than was previously necessary. 

(b) The fact that the Treasury will be forced to borrow $2,000,000,000 
by means of a bond issue to cover deficits will not bring about infla- 
tionary consequences. The funding of short time credits, created for 
the purpose of meeting current deficiencies, by long term bond issues 
will. serve only to sustain that inflation which has already occurred. 





There will be no increase in credit or funds in circulation. Inflation 
would occur, however, if the Government instead of borrowing thru 
long term bond issues would issue two billions of paper dollars with- 
out proper security. 

Question 3. Numerous proposals for increased Federal tax revenucs 
have been made, to furnish additional funds to balance the Federal 
budget. Among these proposals are (a) higher surtaxes on personal 
incomes, (b) higher excise taxes on specific commodities, such as 
tobacco, (c) larger taxes on corporation profits and (d) a general 
sales tax. 

Analyse the possible economic effects of each of these proposed 

taxes, if actually imposed. 

Answer: (a) The purpose of a surtax is to create revenue and also 
to assist in equalizing the distribution of wealth and income. However, 
a very high surtax on large personal incomes is apt to defeat its own 
ends. It will result in a larger amount of investments in tax exempt 
securities, from which the Government will receive no revenues. Fur- 
ther, it is contended that it will result in a lesser incentive for higher 
income and destroy initiative on the part of the taxpayer. If this be 
true it would be socially and economically undesirable. 

(b) The economic effect of higher excis: taxes upon specific com- 
modities will be determined largely by the 


nature of the demand for 
the commodity taxed. 


If the demand is inelastic the tax would more 
than likely be passed on to the consumer and the price of the com- 
modity raised accordingly. The consumer would be affected in that he 
would have to spend more for the taxed commodity and thus have less 
purchasing power left for other commodities. If the demand for the 
taxed commodity is elastic it would be more difficult for the producer 
to pass the tax on to the consumer by increasing prices. An _ in- 
creased price would tend to cause a decrease in demand thus eliminat- 
ing some marginal producers. Since the tendency would be for the 
cheaper products of the taxed commodity to be used, the effect would 
fall more severely upon the manufacturers of 
commodities. 


the more expensive 

(c) Corporation profits taxes while productive of revenue, especially 
in prosperous times, are difficult to administer and have many disad- 
vantages. There will be a tendency for corporations to use legal means 
to avoid this tax. Such a tax would be avoided to a considerable 
extent and the profits turned into such channels as larger salaries, 
higher wages of employees, and greater improvements to machinery and 
plant. The lack of uniformity in and the absence of Government 
control over accounting systems greatly hinder the administration of 
this type of tax law. If this tax is made too high, it is alleged that 
it will initiative and curtail the investment of capital. 
Another effect that might be mentioned is that smaller earnings will 
result in reduced dividends and a consequent reduction in the pur- 
chasing power of the affected stockholders. 

(d) Authorities are not in agreement regarding the desirability of a 
general sales tax. Those who favor such a tax usually contend that: 
it will group all present taxes into one tax and thereby cause a saving 
in administrative expenses; it will be certain and definite; it will be 
easy to collect; not easily evaded; and it will stimulate interest in 
the efficient administration of Governmental affairs. 

Against the general sales tax it is argued that: it will eventually 
be shifted to the consumer and as it will include a tax on necessities 
it wil! he most heavily borne by those least able to carry the burden; 
the raising of prices would discourage the marginal buyer and thus 
affect the marginal producer adversely; as it would affect to some 
extent the buying of corporations it would stimulate their efforts to 
avoid it by vertical and horizontal integration. Therefore the sales 
tax might foster and encourage monopolistic tendencies in business. 
Since the sales tax may be included in the price of goods paid by the 
consumer without realization on his part that he is paying it, less pro- 
test against governmental extravagance may be aroused than is the 
situation under other tax methods. 


discourage 


Question 4. There is a great deal of discussion as to the possibility 

of America abandoning the gold standard. 

(a) State clearly what is meant by the gold standard. 

(b) What alternatives are there to the gold standard? 

(c) What would be some of the economic consequences if the United 

States should abandon the gold standard? 

Answer: (a) The term “gold standard” usually means: a stipulation 
by law regarding the amount of gold for each unit of the currency in 
use; the maintenance of a parity between the gold unit of currency 
and other kinds of currency within the country; free coinage of gold; 
and free transfer of gold in and out of the country. 


Continued on page 872 
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That is What the Suffix Means 





An “-ist” is always “one who”— 


EITHER practices a given art, as a rhapsodist, artist; one who is 
partially occupied with a given department of knowledge, as a botanist, 
physicist, pyschiatrist ; one who is likewise interested in a particular subject, 
as an oculist, novelist, balloonist, humorist; OR one who professes or adheres 
to a given system, doctrine, or cult, as an atheist, Baptist, or Methodist. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


The agriculturist, the dramatist, 
the naturalist, the antagonis¢, and the 
apologist, each and every one of them, 
is a “one who.” 


One of the most interesting of the 
“ist” clan, however, is the revivalist— 
one who stimulates a renewed interest 
in something. The old-time revivalist 
was a passionate exhorter, a clever 
psychologist, and a peach of a sales- 
man! In the theological sense of the 
word, his vocation was to awaken re- 
ligious fervor, especially for the sake 
of personal salvation. 


The modern revivalist is one who 
aids in bringing about a recovery from 
a depression—even from a business 
depression—and the true revivalist in 
this sense is the Life Insurance Agent. 


He has all the passionate conviction 
of his religious associate; he possesses as 
much knowledge; he has all his fervor; 


all his incentive; he understands psy- 
chology just as well; and he is as good 
a salesman. The Northwestern Agent 
differs only from the “old-timer” in 
that he does not go after “mass pro- 
duction,” and he does get “permanent 
results.” 


Modern business and social condi- 
tions have made necessary a new expo- 
sition of the coverage of Life Insurance 
as the same relates to and affects the 
individual, his income, his business, 
his estate, and his beneficiaries. 


New interest in Life Insurance, 
therefore, should be awakened, and 
that is the definite business of the 
Agent—the one who is your true 
revivalist. 


Mr. Agent, good old St. Matthew 
had a line of admonition which pre- 
cisely applies to the existing opportu- 
nity: “SEE THOU TO THAT.” 





MILWAUKEE, WISCONSIN 








372 BEST’S INSURANCE 





NEWS (Life Edition) 


October 1, 1982 








Extract from Annual Statement 
December 31, 1931 


THE LIFE INSURANCE 
COMPANY 37 VIRGINIA 


INSURANCE IN FORCE 
$387 ,823,631.00 
(An Increase of $12,579,761) 


TOTAL ADMITTED ASSETS 
$72,970,833.17 
(An Increase of $3,356,668.18) 


PAYMENTS TO POLICYHOLDERS AND 
BENEFICIARIES IN 1931 
$7,188,970.44 
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RICHMOND, VA. 


Braprorp H. Wacker, President 
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ANSWERS TO C.L.U. QUESTIONS—Continued 

(b) The following alternatives are usually advocated in place of 
the geld standard: a silver standard; a bi-metallic standard, consist- 
ing of gold and silver; flat money based upon the credit of the Govy- 
ernment; a compensated gold dollar—varying the weight of the gold 
dollar according to some price mdex; and a multiple or tabular 
standard, based upon the value of a certain list of commodities. 

(c) Most people agree that an abandonment of the gold standard 
would entail a general loss of confidence resulting in depreciation in 
the currency and a rise in the price level. There would be a general 
increase in business activity, with rising prices of common stocks, real 
estate, etc. Wages would rise, but with a lag behind commodity price 
increases. Gold would disappear from circulation. Creditors would 
suffer and debtors would profit by the payment of debts with a de- 
preciated currency. 


Question 5. The many bank failures during the past year have re- 

vived the agitation for insurance of commercial bank deposits. 

(a) Do you consider such deposits insurable risks? Give reasons for 

your pomt of view. 

(b) What possible effect do you think commercial bank deposit in 

surance would have on banking policies? 

Answer: (a) Bank deposits are not good insurable risks. Any risk 
to be insurable in addition to meeting other requirements, must be 
both measurable and fortuitous. That is, the insurance company must 
be able to determine an adequate premium and the hazard insured 
against must not be under the control of either party to the contract. 
In times of stress, the safety of commercial bank deposits depends 
largely upon the amount of public confidence which the bank enjoys 
and the ability to meet the demands of depositors. No statistics are 
available to permit the insurance company to measure the factor of 
public confidence and hence insurance upon a scientific basis is im- 
possible. Furthermore, an additional difficulty arises in the computation 
of such a premium. Success of a commercial bank depends largely 
upon the management, and this factor is just as difficult to measure 
statistically as is that of public confidence. 

(b) The insuring of commercial bank deposits would probably re- 
sult in a decrease in the vigilance used by officers of the bank in 
determining the soundness of its loans. These officers now realize that 
the ability to pay off commercial deposits depends directly upon the 
class of loans that they make and the distribution of their portfolio. 
If the deposits are secured by insurance, they will not have to be so 
careful and all manner of speculative and doubtful risks might be 
assumed with the hope of making much and the assurance of losing 
little. Such insurance penalizes ability, good management and cau 
tion, while it rewards incompetence and carelessness. This would 
soon destroy the confidence of the public in the bank. 


(b) Government 


Question 1. Johnson died on June 1, 1932, leaving a will under 
which his wife is to receive his entire estate absolutely. His estate 
consists of a home valued at $20,000; stocks and bonds currently 
quoted at $35,000; an interest in a business, which interest is ap- 
praised at $25,000; a $10,000 ordinary life insurance policy in which 
his wife is named as beneficiary; and a policy providing a life income 
to his wife of $100 a month, 240 monthly payments being guaranteed. 

(a) To what extent is this estate taxable under existing (1) federal 

estate tax laws, (2) state inheritance tax laws? 

(b) When and to what extent will this estate and the income there- 

from be taxable to his wife under the present Federal income tax 

law? 

Answer: (a) 1. Since Johnson died June Ist, he would be entitled 
to the exemptions in force at that time. Under the Federal estate tax 
law Johnson’s estate is granted $100,000 exemption with an additional 
$40,000 exemption for life insurance payable to a named beneficiary. 
There is consequently no tax on this estate since the $10,000 policy 
plus the commuted value of the income policy is less than $40,000 
and the general estate 1s less than $100,000. 

2. The states generally tax all estates and in all but a few states 
exempt all life msurance left to named beneficiaries. In many states 
the tax is graduated according to the size of the estate and also varies 
according to whether the heirs are lineal or collateral. Varying ex- 
emptions are also permitted. 

(b) The estate in itself is not subject to the Federal income tax 
law. The insurance is also exempt in this respect. However, during 
the probate period, the income from the general estate is returnable 
for income taxation by the executor and the income received by the 
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deceased during the period from January 1 to June 1 is also taxable. 
After the estate has been transferred to the widow she must return 
the income therefrom, including any income from the $10,000 lump 
sum insurance payment, for taxation. She need not return for tax- 
ation the $100 per month income for life as this is payable by reason 
of death. The income from the general estate of the widow is sub- 
ject to the usual income tax exemptions. 


Question 2. (a) Explain the theory of checks-and balances in gov- 
ernment and show how this was applied at several points in our 
national constitution, 

(b) Mention briefly any point at which it has been changed in 

practice. 

Answer: (a) The theory of checks and balances in government im- 
plies that each of the various divisions of a Government should be 
limited in power by the others. The fathers of our Constitution de- 
sired to perpetuate a democratic form of government and prevent 
assumption of power by a usurper or monarch. So they instituted a 
form of government consisting of three bodies, legislative, executive, 
and judicial, whereby no one body is paramount; where action of two 
or three of the great divisions of government are often concurrently 
necessary; and where each can be jealous of its prerogatives and watch 
any encroachment on its rights by the others. Thus the legislative 
power was limited by the executive’s right of veto and by the judi- 
ciary’s right of interpretation; the executive, by the Senate’s confirma- 
tion of treaties and appointments, and the House’s right to impeach; 
the judiciary by the constitution (especially the Bill of Rights) and 
impeachment. 

(b) One marked point of change from that originally intended has 
been in the increased power of the President. He was not of great 
importance in the minds of the framers of the constitution—they 
wanted to get as far away as possible from the idea of a king and 
therefore limited his powers. But in time pressure from all sides of 
our Government for action made it necessary, in order to have effici- 
ent government, for the President to assume more power. Thus, by 
trading on his power of appointment, etc., he can in effect initiate 
legislation; can appeal to the people over the heads of a recalcitrant 
Congress; can focus attention upon needs and conspicuous defects 


and demand action. In general the President has come to be the out- 
standing figure in our Government. 





Question 3. 
following: 
(a) Treaties are made by Congress. 

(b) The constitution requires that the President must be chosen by 

the peopie. 

(c) All federal judges are elected by popular vote for ten-year 

periods. 

(d) So iong as Congress deals with federal matters there are no 

limits on its powers. 

(e) Under the City Manager-Commission plan the Mayor appoints 

a city manager who chooscs all city commissions but the real legis- 

lative power resides in a city council. 

Answer: (a) Treaties are made by the President subject to confirma- 
tion of two-thirds of the Senate. 

(b) The President is chosen by electors from each state. These 
electors are chosen in the manner designated by the State legislature. 
Each state has one elector for each representative and each senator 
it has in Congress. 

(c) Federal judges are appointed by the President subject to the 
approval of the Senate. ‘Their term is for life during good behavior. 

(d) There are definite limits to the powers of Congress, even 
though dealing with Federal matters. Congress is limited by the 
Constitution, particularly the first ten amendments, and all laws are 
subject to the interpretation of the Supreme Court. The Constitution 
guarantees to all individuals religious freedom, freedom of speech and 
of the press, protection of the person and home against unwarranted 
searches and seizures, equal protection of the laws and the safeguard- 
ing of liberty and property in civil suits. 

(e) Under the City Manager-Commission plan the electors elect the 
Commissioners, usually not more than five, and they in turn appoint 
a Manager who is the city’s executive. The real legislative power 
resides in the Commission. 


Give a short correct statement in place of each of the 


Question 4. Which of the following laws would be unconstitutional 
and why? 

(a) A state act declaring that on and after January 1, 1933, no life, 
fire or fidelity insurance could be sold within the state. 

(b) A federal act providing that insurance companies must retain 
50% of all life insurance premiums as a reserve for losses. 


Continued on next page 





The Formula of Success 


IFE INSURANCE can be explained in plain, everyday language. The 
facts can be simply stated. People need to be told about life insurance 
by one who knows life insurance and its adaptability. Salesmen of in- 

tegrity, ability and courage who will work systematically and plainly state the 
facts of life insurance service will be Masters of their craft and successful. 


THE MutTuat LIFE OF NEw York, with its long history of increasing suc- 
cess, offers opportunity. It writes Annuities and all Standard forms of life 


insurance. 


Double Indemnity Benefit. 


It has many practices to broaden 


and expedite service for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as a career of 
broad service and personal achievement are invited to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street 


DAVID F. HOUSTON 
President 


New York, N. Y 


GEORGE K. SARGENT 
Vice-President 


an 
Manager of Agencies 
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This striking adver- 
tisement appears in 
the September 10 is- 
sue of The Saturday 
Evening Post, and in 
the October issue of 
The American Mag- 
azine. 





HROUGH aggressive na- 
tional advertising in leading 
magazines and over the Columbia 
network, The Union Central delivers 
a powerful message to millions of 
readers and listeners every month! 


This dramatic campaign reaches 
one out of every three families that 
need and are best able to buy life 
insurance! 


An entirely new method of presen- 
tation — as unique as the advertis- 
ing itself — enables Union Central 
representatives to cash in to the 
fullest extent on this national pub- 
licity. 

THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


OF CINCINNATI 
Over One and One-Half Billions in Force 


— 











ANSWERS TO C.L.U. QUESTIONS—Continued 


(c) A federal law forbidding the employment of children under ten 

years of age in any explosives factory in the United States. 

(d) A state act providing that physicians should pay an income tax 

of one-half of one per cent; teachers, one per cent; and person. 

engaged in manufacturing should be exempt from state income tax. 

Answer: (a) Although the States have the right to regulate insur- 
ance, this act would appear to be unconstitutional in that it interferes 
with the right of contract guaranteed by the Federal Constitution. As 
far as already established companies are concerned the law would prob 
ably be unconstitutional on the grounds that it deprives them of prop 
erty without due process of law. 

(b) This law is unconstitutional because the Supreme Court decided 
in the case of Paul vs. Virginia that insurance is not commerce. Since 
there is no clause in the Constitution which gives to the Federal Gov 
ernment the right to regulate insurance and since all powers not 
delegated to the Federal Government are reserved to the States, the 
insurance business is subject to State regulation. 

(c) There is no provision in the Constitution giving the Federal 
Government the right to regulate child labor. This is an exercise of the 
police power, which power is reserved to the states. 

(d) This law is unconstitutional because it discriminates between 
classes. A direct tax must be applied equally to all. Although the 
principle of progressive taxation may be used, the basis for a different 
rate must be a reasonable and not an arbitrary classification, and must 
not be contrary to the equal protection clause of the 14th amendment 


Question 5. Explain and illustrate briefly what is meant by the fol 

lowing terms: 

(a) A federal implied power 

(b) A plurality of voters 

(c) Public utility regulation 

(d) Due process of law 

Answer: (a) The Constitution of the United States gives Congress 
certain expressed powers, but it does not enumerate the various details 
which are necessary to make these expressed powers effective. In the 
early days of our history there was a disagreement as to whether 
Congress should do only those things that the Constitution specifically 
and expressly stated that it might do, or whether it could pass such 
legislation as would make its expressed powers effective. The courts 
have upheld the latter viewpoint. This is known as the doctrine of 
implied powers. For example, Congress has power to borrow money on 
the credit of our Government. Nothing is said about the regulation of 
banks. Yet to make the expressed borrowing function effective, Con 
gress has the implied power to charter and supervise national banks. 

(b) A plurality of votes means the excess which any one individual! 
has as compared with any other candidate. It is not necessarily a 
majority, which is one more than half of all votes cast. To illustrate: 
A receives 10 votes, B receives 7 votes, and C receives 6 votes. A has 
a plurality of 3 votes over B and 4 votes over C, but he does not have 
a majority. 

(c) By public utility regulation is meant that control which a divi 
sion of the government exercises over a corporation that renders 
service, under a franchise, of such a character as to be fraught with 
much public interest. Such regulation deals with matters pertaining 
to rates, equipment, service, and related activities. Public utilities 
are usually monopolies and their services are indispensable. Examples 
of public utilities are railroads, street railways, electric light and gas 
companies. Examples of regulatory bodies are the Interstate Com- 
merce Commission, state railway commissions and state public utility 
commissions. 

(d) The Constitution provides that the Federal Government shall 
not deprive any person of his life, liberty or property without due 
process of law. This is a- rather broad term and applies to many 
situations. It means that the customary legal and judicial processes 
must be adhered to in all regards with respect to the person’s life, 
liberty and property. He cannot be remanded to jail and kept there 
without reason. His actions may not be restricted insofar as they do 
not harm or jeopardize’ anybody else. His property cannot be taken 
from him without good reason. He is entitled to a fair trial before 
conviction and to freedom from unreasonable and arbitrary legisla- 
tive acts. 


(c) Sociology 


Questions 1-2. During the past few years this country has experi- 
enced rapidly falling commodity prices, a substantial reduction in the 
money income of most people, and a large increase in unempwy- 
ment. 
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(a) Name and define the various standards of living which are 
ordinarily recognized in social studies. 
(b) Assuming an individual is still receiving the same income as he 
has received for the past five years, and further assuming that he 
wishes to maintain the same standard of living, what influence 
would the above factors have upon the various items in his family 
budget? In answering this question, indicate the important items 
ordinarily included in a family budget and be specific in pointing 
out the effect upon cach. 

(c) Assuming that commodity prices and the national income con- 

tinue on a lower level than prevailed in 1929, but that there is a 

gain in employment, what effect would this tend to have upon the 

amount of life insurance in force? List and explain briefly any 
counteracting fuctors «hich you would consider important. 

Answer: (a) 1. The Poverty Standard. People living under this 
standard do not receive enough to maintain themselves in decent con- 
dition. They are underhoused, undernourished and underclothed. 

2. The Bare Subsistence Standard. This level merely permits the 
barest necessities of life. It does not permit any margin for educa- 
tion, health, leisure or other improvements. It does, however, imply 
reasonable housing facilities, a fair amount and type of food and 
necessary clothing. 

3. Subsistence Plus Standard. This implies all of the necessities 
and a few of the extras of life. It permits a reasonable amount for 
recreation, education, advancement, protection and emergencies. 

4. Comfort Standard. This includes ample income for necessities, 
good living conditions, medical care, emergencies, protection, and cul- 
tural advantages. 

(b) The important items in the family budget for a family in the 
comfort class and the manner in which they would be affected, in- 
clude: 

1. Food. This man’s cost of food would be reduced. 


2. Housing. If renting, this cost would be reduced. If buying 


under a contract his interest charges and monthly payments would 
not be reduced. Taxes would remain constant or would be higher. 

3. Clothing. A saving would result on this important item. 

4. Protection. The cost of life insurance has not changed with 
the exception of those mutual companies which have reduced dividends 
to policyholders. Other insurance costs have remained about the same. 

5. Education. A slight saving on this item would result, particularly 
for living expenses. 

6. General Maintenance—light, heat, water, repairs, replacements, etc. 
Services of public utilities have not been greatly reduced. Repairs 
and replacements can be secured more economically. 

7. Transportation. Automobile costs and expenses have quite gen- 
erally been reduced. Street car fares, ferry-boat rates, etc. have not. 
Railroad fares have in many instances been reduced due to special 
rates. 

8. Services. If this man had been accustomed to having house 
servants there would be a material reduction here, because due to 
unemployment, servants can be hired very cheaply. Legal and special 
advice 1s also somewhat cheaper. 

9. Health. There has been a reduction in the cost of most medi- 
cines, drugs and household necessities for the promotion of better 
health. The charges for services of physicians, doctors, and hospitals 
have in some instances been reduced. 

10. Savings Greater amounts will be available for savings. His 
chief advantage comes from the reductions in commodity prices. 

(c) Lower commodity prices will cause less real need for life in- 
surance. Insurance left to the beneficiary, either in cash or in income, 
will purchase more goods than in 1929. A reduction in the national 
income will reduce the buying power of the people. Although they 
might still be able to use the same percentage of their income for 
insurance, less total money will be available for its purchase. How- 
ever, some counteracting factors exist. 1. Many unemployed persons 
have dropped their msurance policies and employment will bring them 
back into the market. 2. Most people are underinsured and much 
insurance can be sold before they are properly protected. 3. With 
growth in population imsurance may be expected to increase. 4. In- 
surance has proved its worth during the depression and more people 
now recognize its worth. 5. New functions for life insurance are 
constantly being developed. 6. The investment side of life insurance 
has come te the front. 7. The value of annuities has been demon- 
strated. 8. Companies and agents have learned to work more effec- 
tively and diligently in the education of the public regarding the value 
of life insurance. 


Continued on next page 





More Intensive Development 


MORE PAN-AMERICAN BRANCHES 


In its 1932 agency program, the Pan-American will 
establish agencies in every corner of its present terri- 
tory. New branches will be opened shortly in the 
following cities: 


INDIANA WEST VIRGINIA 
South Bend Charleston 
Kokomo Martinsburg 

OHLO TENNESSEE 
Lima Nashville 
Youngstown Chattanooga 


The Pan-American’s new contract for managers, plus 
its agency-building and sales helps, assure success to 
managers appointed in these cities. 


For agency information address 


Tep M. Simmons 
Manager United States Agencies 


E. G. Simmons | 
Vice-Pres. & Gen. Mer. 


Crawrorp H. E us 
President 











ESESESHELSESSSSSSSESSESS 


SEVEN KEYS 
to END 
DEBATE 





Col. Talbot, Southland $, 
Agency Manager, has de- 
veloped seven new aids for 
agents. If you are having 3S 
“getting - in - to - see-’em” 
trouble, here’s the answer. $ 
Each is an aid for your sell- 

ing. Write for information. sy 
Address: Clarence E. Linz, 

1st Vice President, or Col. $ 
Wm. E. Talbot. 


Southland 


Life Insurance Company 


HARRY L. SEAY, President 


HOME OFFICE . . . . . . DALLAS, TEXAS 
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Business Insurance 


Security Mutual Life contracts 
are of special interest to the busi- 
ness man. 


As a basis for business protec- 
tion during the growing years of a 
new enterprise, we have an un- 
usual policy of broad coverage. 


Business men find in Security 
Mutual Life an organization that 
is liberal in values, sound in guar- 
antees and gracious in its contacts. 


Security Mutual Life 
Insurance Qompany 


BINGHAMTON, N.Y. 
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THE HOTEL MONTCLAIR 
LEXINGTON AVE., 49th to 50th STS., NEW YORK 
Directly Opposite the Waldorf-Astoria 


800 ROOMS 


EVERY ROOM WITH BATH 
From $3.00 per day 
A RADIO IN EVERY ROOM 


Short walking distance from Grand Central 
Terminal and B. & O. Motor Coach Station. 


Ten minutes by taxi from Pennsylvania Sta. 
American Home Cooking Served in a Notable Restaurant 
OSCAR W. RICHARDS, Manager 























ANSWERS TO C.L.U. QUESTIONS—Continued 


Question 3. Important causes of mortality in the history of the 
United States have been: Cancer, tuberculosis, smallpox, yellow 
fever, scarlet fever, diabetes, Bright’s disease, typhoid fever, malaria, 
heart disease and cholera. 

(a) Which of the above have shown a substantial downward trend 
within the past. few decades? List all the factors which in your 
judgment have contributed to this reduction. 

|(b) Which of the above have shown an upward trend or no im- 
provement? Why should this be the case? Be specific, showing 
clearly the difference in the problem involved in combatting these 
diseases, in comparison with those which have declined in importance. 


Answer: (a) Tuberculosis, smallpox, yellow fever, scarlet fever, 
typhoid fever, malaria and cholera. The factors which have con- 
tributed in this reduction are: Better sanitation, development of anti- 
toxins, water purification, pasteurization of milk, adequate quaran- 
tines, public health legislation, health education in the schools, conser- 
vation activities of insurance companies, free nursing service, public 
park developments and similar movements. 


(b) Cancer, diabetes, Bright’s disease and heart disease. Diseases 
in this class are degenerative as contrasted with those in part (a) which 
are communicable. Diseases of the degenerative type respond only 
indirectly to better hygienic conditions and can be controlled only by 
an early detection, diagnosis and treatment. This can be done prin- 
cipally through periodic health examinations. Again, because of better 
medical care, the people who formerly would not have survived child- 
hood now reach middle age when they become susceptible to degenera- 
tive diseases, which are primarily caused by the wearing out of the 
internal organs. Their seriousness is sharply increased by the fast 
pace of modern life. The diseases mentioned under (a) present a 
different problem. Communicable diseases are more readily detected 
and more easily controlled. They can be rendered continually less 
important by such measures as proper sanitation, isolation, vaccination, 
inoculation, etc. The communicable disease problem is concerned with 
the masses rather than with individuals. 


Question 4. “A” contends that all states should adopt laws which 
would provide that cach person age 70 who docs not have property 
assets equal to $5,000 should be given an old age pension of an 
amount necessary, together with such income as he or she has, to 
equal one dollar per day; the revenue for this purpose to be derived 
from current taxation. 
(a) Do you consider this a satisfactory solution to the social prob- 
lem of old age dependency? List all reasons in outline form. 
(b) Can you suggest any better proposal for accomplishing the same 
end and which would reach the great masses of working people? If 
so, explain your plan and state all reasons why you deem it better. 
Answer: (a) I do not believe that this plan is a satisfactory ap- 
proach to the problem confronting the American people because: 
1. The cost to society is quite likely to increase each year and thus 
make taxes a heavy burden. 


2. It would be handling a problem in a political manner, with at- 


tendant disadvantages. 


3. People would hide their assets or transfer them in such a way 
that they would make themselves eligible for the pension. 

4. It would do away entirely with initiative on the part of a great 
many people by relieving them of the responsibility of taking care of 
themselves in old age. 


5. It would do away with the incentive of thrift. 


6. It would not place the burden where it belongs—that is largely 
upon industry and the individual himself. 


(b) I would suggest a method retaining individualistic principles. 
Each individual should be shown a way to provide for his own old 
age. This could be secured through an insurance plan of a con- 
tributory nature. Experience thus far has shown insurance companies 
to be better adapted to this type of plan than institutions of the state. 
I would recommend a plan where deductions would be made from 
salaries each week, with additions made thereto by industry. Thus 
over the working period of life, each individual would build up a 
sufficient amount to provide for his retirement. My recommendation 
would be that such a plan include other types of social insurance as 
well. If necessary, the fund could be increased by contributions by 
the state, but the individual and industry should be made to bear 
their shares. The plan should be conducted upon an actuarial basis. 
It would also be wise to provide that the right to a pension should 
not be dependent upon continuous service with one employer. 
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Question 5. (a) Explain the connection between present financial 
conditions and the mental health of many people in this country. 
(b) In what respect has life insurance been of service in reducing 
the seriousness of the problems to which the situation in part (a) 
has given rise? 

(c) To what outstanding problems has the connection referred to 

in part (a) subjected the life insurance companies? 

Answer: (a) Mental health is dependent upon many _ conditions. 
Physical health is often the cause of mental breakdowns. Individual 
characteristics such as ambition, desire for financial independence, con- 
sideration of the needs of dependents, desire to keep profitably active, 
etc., all affect the mental health. Disappointment or thwarting of 
these and similar desires causes worry which tends to bring about 
improper digestion and to break down physical and mental health. 

Present financial conditions, with their very real deprivation of 
food, proper shelter and clothing and medical care, have impaired the 
health of many people, leaving them exposed to mental infirmities. The 
same conditions with the manifold problems of financing business and 
family, of losses of wealth slowly accumulated, of loss of position and 
prestige, have precipitated mental breakdowns. 

(b) The life insurance companies have been of service in reducing 
the seriousness of this problem: 

1. By showing by their stability that there is one safe and guaranteed 
method of creating an estate and saving money. 

2. By paying death and disability claims promptly. 

3. By paying cash values when asked for without question and 
indicating to those that have not had to withdraw or borrow, that 
their cash values are available as an emergency fund dollar for dollar. 

4. By giving peace of mind to those individuals who have lost their 
estates in knowing that their insurance estates are still intact and 
that their families will not suffer if the insured dies prematurely. 

5. By re-creating estates for those who have lost what they had. 

6. By issuing guaranteed incomes through annuities. 

(c) The problems the life insurance companies have been subjected 
to are: 

1. Increased disability claims to a point where benefits on future 
contracts have had to be restricted or discontinued. 

2. The mortality rate has been increased by suicides, particularly on 
larger policies, as well as by a general increase in mortality on other 
insured lives. 

3. Extensive withdrawals and borrowing of cash values. 

4. Investment problems which have affected the best securities due 
to the lack of confidence upon the part of security-holders. 

5. Writing large amounts of term insurance and other low cost con- 
tracts, resulting in the dropping of higher cost policies. 


ANSWERS TO PART IV—JUNE 1932 C. L. U. EXAMINATION 
QUESTIONS 
COMMERCIAL AND INSURANCE LAW: 
(Note: The problems in this examination are based upon actual 
court cases and are designed to test a candidate's knowledge of cessen- 
tial principles of commercial and insurance law. Emphasis in grad- 
ing will be placed upon the reasoning.) 


Ouestion 1. What are the rights of creditors with regard to the life 

nsurance policies of an insured who goes into bankruptcy? 

(a) When policies are payable to insured’s estate? 

(b) When policies are payable to insured’s dependents but the right 

to chanae the beneficiary is reserved? 

(c) When the policies are payable to the insured’s dependents but 

the right to change the beneficiary is not reserved? 

Answer: (a) When policies are payable to the insured’s estate, the 
creditors have the right to the cash values of the policies as of the 
date that the insured is adjudged bankrupt. This is based upon the 
reasoning that the referee in bankruptcy can do that which the insured 
could have done and the insured could have borrowed on or cashed in 
the policy without anyone’s consent. 

(b) Where policies are payable to named beneficiaries with the right 
to change the beneficiary reserved by the insured, the beneficiary has 
only a contingent interest in the policies, and the creditors have the 
right to the cash values of the policies as of the date the insured was 
adjudged bankrupt. The National Bankruptcy Law, however, takes 
cognizance of the exemptions allowed by State statutes. Some states 
exempt the cash values of policies payable to certain named beneficiaries 
either in their entirety or up to certain amounts. In absence of these 
state statutes, the creditors ordinarily have a right to the cash values. 

(c) Where policies are payable to an insured’s dependents without 
the right to change the beneficiary, the beneficiary has a vested right 
in the policies, and the creditors cannot claim their cash values. This 

Continued on next page 
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ANSWERS TO C.L.U. QUESTIONS—Continued 


was definitely decided by the Supreme Court of the United States in 
Central Bank vs. Hume. The insured loses control over the values 
in the policies where the right to change the beneficiary is given up, 
and consequently the creditors cannot do that which the insured him- 
self has no power to do. If the premium was paid in fraud of credi- 
tors, they would have the right to demand only the amount that was 
so paid and no more. 


Question 2. (a) What is a contract of guaranty, and how does it 
differ from a contract of suretyship? 

(b) Austin and Blake were sureties for Collins on a bond for $1,- 
000 to Day. Austin desired to be released from his liability. Day, 
thinking Blake sufficient security, gave Austin a deed of release from 
the bond. Collins failed to meet his obligation, and Day consults 
you about his riahts against Blake. Decide and discuss. 


Answer: (a) A contract of guaranty is a written agreement under seal 
or for consideration on the part of one party that he will be responsible 
for a debt or certain action of another in case the other person is un- 
able to pay or to perform. The responsibility is secondary and arises 
only when the obligee has exhausted his means of enforcing pay- 
ment or performance on the part of the principal, as in case of in- 
solvency. 

A contract of suretyship is a direct or primary liability; an agree- 
ment under seal or with consideration by one person, in writing, to pay 
or perform in the event another does not. In a contract of guaranty 
before the guarantor becomes liable he must have notice of the failure 
or inability of the principal tc pay or perform. In a suretyship, no 
notice of liability is required. The surety must stand for the debt or 
performance immediately, and through subrogation seek to satisfy his 
costs of suretyship. 

(b) Day’s rights against Blake as surety for Collins have been 
seriously limited by giving Austin release from the surety, especially 
if without consent by Blake. While Blake might have been held for 
the entire bond if both Collins and Austin had failed to meet the 
obligation, Day’s action in releasing Austin may permit Blake to show 
that his consideration for the contract was Austin’s equal participation, 
and that Day’s action in releasing Austin has been a breach of con- 
tract and hence has released him (Blake) from his contract. De- 





pending upon the precise terms of the surety contract, Blake might be 
held for half of the obligation. On the other hand, if he had knowl- 
edge of Austin’s release and did not protest he might be held. 


2 


Question 3. (a) Barnes, of the firm of Barnes, Chalmers and Dut 
ton, dies intestate, and the firm, with the knowledge of the adminis 
trator of the decedent's estate, continues in business, using the firm 
name. Can Barnes’ estate be held for firm debts incurred after 
his death? Give reasons. 

(b) “A”, “B” and “C” entered into a written agreement to carry 
on business as a corporation, each contributing a certain amount 
of capital. They did business under a corporate name, but did not 
comply with any of the statutes respecting corporations. Could they 
be held liable as partners, or were they only liable to the extent of 
the capital contributed? Give reasons. 


Answer: (a) A limitation of a partnership is that it is dissolved 
automatically upon the death or withdrawal of a partner. Since it is 
a voluntary association, surviving partners have a right to choose a 
successor. The partnership having terminated in this: case by the 
death of Barnes there was necessary an accounting and liquidation of 
the interests of Barnes’ Estate. The estate could not be a partner and 
therefore is not liable for any debts incurred after the death of Barnes. 
Furthermore, any losses to Barnes’ estate by reason of the acquies- 
cence of the administrator in continuing the estate’s interest in the 
business would be chargeable to the administrator, under his bond. 
Therefore, Barnes’ estate would not be liable for firm debts incurred 
after his death. 

(b) Courts would unquestionably hold them liable as partners. A 
corporation is a child of law; devised that law may regulate its acts, 
restrict the type and manner of business that it may conduct, and in 
general oversee its activities. 

If corporate papers were not effected and proper sanction for insti 
tution of the corporation not completed, the statutory restriction on the 
amount of liability was not granted to the firm in question. From the 
standpoint of public policy, the members should be held as partners 
because otherwise the unscrupulous would willfully fail to comply with 
the statute in order to obtain liberality of operation free from 
restrictions. 
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Question 4. Frank Brown by will leaves his entire estate to his 

only child for life with the remainder to such child’s issue, if any, 

absolutely; if there is no such issue surviving the child, then to 

Frank Brown's nephew cr the issue of such nephew then surviving. 

Is this devise valid under the rule against perpetuities? Discuss. 

Answer: The rule against perpetuities prevents the unlimited sus- 
pension of time for the vesting of absolute ownership in property, this 
suspension being limited to lives in being and twenty-one years, together 
with the period of gestation. 

Frank Brown’s will does not violate this rule. At the death of the 
son the corpus of the estate is distributed and absolute ownership granted 
to the son’s child, if any, otherwise to Brown's nephew, if living, or to 
the issue of such nephew then surviving. 


Question 5. (a) Bond gave his note to Davis for $500 payable June 

1, 1932. Davis, without Bond's consent, changed the note so as to 

make it payable July 1, 1932. What is the effect, if any, of this altera- 

tion? Discuss. 

(b) Lawrence yave Norris a check for $150. On the same day Norris 

endorsed and delivered it to Peyton, who went directly to the bank on 

which the check was drawn, and had the bank certify it. The next 
day the bank failed. What are Peyton’s rights against Lawrence, 

Norris and the bank? Discuss. 

Answer: (a) The alteration could be used by Bond against Davis as 
a defense, but if the note was given to an innocent third party for value 
before maturity, then Bond would have to pay. 

This conclusion is based upon the contention that the change made 
was a material one—it affected one of the most important provisions of 
a negotiable instrument, namely, that it shall be for a definite time. 

Minor changes will not affect the validity of the instrument, but a 
change in the date of payment from June Ist to July Ist is a material 
one, even though it probably would be easier for Bond to pay the note 
July Ist, instead of June Ist. This would void the note as to Davis and 
relieve Bond from liability under it. Davis would not forfeit his rights 
under the obligation or contract for which the note was given. 

(b) Against Lawrence—none. The entire obligation of Lawrence was 
discharged when the bank debited his account for $150.00 and itself 
assumed the liability for payment of the check. Peyton, by his own 
act, substituted the promise of the bank for the obligation which for- 
merly had been Lawrence's, so Peyton has no right against the maker 
of the check, Lawrence. 

Against Norris—-non Peyton would have had rights against Norris 
had the check not been honored, but the bank did honor it by taking 
the money for it from Lawrence's account and by giving the check back 
to Peyton, not as an obligation of Lawrence for which Norris stood as 
endorser, for that had been met, but as an obligation of the bank. For 
this reason the check was satisfactory and complete payment for the 
$150.00 obligation of Norris to Peyton. 

Against the bank—Peyton has the right to demand and receive in 
return for the check $150.00 if the bank is able to settle all claims in 
full. If it is not, he has a right to receive that percentage of $150.00, 
which is equivalent to the percentage of the total obligations of the bank 
which the bank is able to fulfill. If they settle claims at 50 cents on the 
$1.00, then he has a right to $75.0C in full settlement of his claim. 


Question 6. (a) What is the difference between an agent and an in- 
dependent contractor? Give an illustration, 

(b) “X” employed “Y” as agent for one year on a salary, but died 
before the expiration of the year. Could “Y” act as agent after 
“X's” death? Discuss. 


Answer: (a) The chief difference between an agent and an independ- 
ent contractor is in regard to the control exercised over each by the 
other party to the contract. Over an agent the principal has the widest 
control and from this fact his liability for the acts of his agent arises. 
Over an independent contractor the other party to the contract has no 
control. He may be able to supervise the work, but as long as he can- 
not direct how it must be done he does not have the requisite control to 
turn the independent contractor into his agent. 

Jones is a salesman for the “X” Hosiery Company. The method by 
which he sells hosiery and the price at which he may sell are deter- 
mined by his principal, the “X” Hosiery Company. Jones makes con- 
tracts and binds his principal, third parties looking not to Jones but to 
the “X” Hosiery Company for fulfillment of the contracts. 

Williams, on the other hand, buys quantities of hosiery from the “X” 
Hosiery Company to sell on his own account. He is an independent 
contractor. He may sell as he pleases, to whom he pleases, and at any 
price he pleases. He can not bind the “X” Hosiery Company nor are 
they responsible for any of his acts. 





(b) In an agency contract there must be two parties, a principal and 
an agent. In the event that either party is removed, the contract is 
terminated because it is one of personal relationship. The contract is 
terminated by impossibility of performance for there is no responsible 
party behind “Y”, the agent. “X” is no longer able to engage in busi- 
ness himself so “Y” can not engage in business for him. Death of 
either party terminates an agency contract except in cases where the 
agent’s authority is coupled with an interest in the undertaking. The 
fact that “Y’’ was to receive a salary for a year does not place his 
agency contract in this category. 


Question 7. James Parker named his wife and two daughters as 
beneficiaries under a policy of life insurance, with the right to change 
the beneficiary reserved to him. The three beneficiaries named in the 
policy agreed in writing with the insured that, at his death, the in- 
surance money to be received by them would be distributed by them 
to the creditors of the insured in the manner specified in the agree- 
ment, and that any surplus would be paid by them to the executor of 
the insured as an asset of his estate. The trust agreement was exe- 
cuted, and given into the possession of the insured, and at his death 
was found in his safe deposit box, executed in duplicate. 

After the death of the insured, the beneficiaries refused to abide by 
the terms of the agreement, contending that the trust agreement was 
not delivered, was supported by no consideration, and was not valid. 
The creditors contended that the declaration of trust was complete, 
and that it created an equitable estate in them. 

As between the creditors and the named beneficiaries, decide and dis- 
cuss fully. 


Answer: ‘the creditors have an equitable interest in the insurance 
proceeds. No consideration is necessary as between the insured and re- 
vocable beneficiaries to permit a valid declaration of trust by the in- 
sured. The joinder of the beneficiaries in the agreement is evidence of 
the knowledge by the beneficiaries of the insured’s intention. The reten- 
tion of the executed trust agreement in the insured’s safe deposit box is 
ample evidence of a trust, although delivery of the trust ageement is 
not essential to its validity. 


Question 8. William Wright was the insured under a policy of life 
insurance payable to his wife, reserving the right to change the bene 
ficiary. The policy provided that no change should be effective until 
endorsed on the policy. 

The Insured and his wife were separated, and on March 4, 1930, at 
insured’s request, his attorney wrote to the insurance company stating 
that the insured desired to name his mother as beneficiary. The in- 
sured had instructed his attorney to sign the necessary blanks in his 
behalf for change of beneficiary, but the attorney, being of the opinion 
that the insured himself should sign the blanks which were forwarded 
by the insurance company, held them in his ofice for that purpose. 
The insured was killed on March 9, 1930, without ever having signed 
the necessary blanks. The insured’s wife, the named beneficiary, in- 
stituted an action against the insured’s mother and the insurance 
company. The insurance company deposited the proceeds into Court, 
alleging that the same were claimed by both ithe wife, as beneficiary, 
and the mother. From a judgment awarding the procecds to the 
insured’s mother, the insured’s widow appealed. 

Decide and discuss fully. 


Answer: The insured’s widow can recover. <A policy of insurance is 
a contract which must be fulfilled to the letter. The policy requirement 
called for the endorsement of any change of beneficiary on the policy 
itself. Such a provision is reasonable and desirable. Neither the assured 
nor his agent, the attorney, had signed the necessary papers to effect the 
change. If the attorney had been duly appointed as attorney in fact to 
execute the papers and had done so, or if the assured himself had 
executed the papers and delivered them to the insurance company, and 
the company then had delayed making the necessary entries, the trans- 
action would have been complete and the mother would be entitled to 
the proceeds. In such a case there would be no question or doubt as to 
the insured’s intention. In this case, however, Wright is responsible 
for the failure of his agent to complete tlie change and, therefore, Wright 
did not complete the change. The fact that Wright and his wife were 
separated did not effect a change of beneficiary although it gave Wright 
good reason to do so, nor did it affect the insurable interest supporting 
the contract. 

Hence, the provision of the contract must be adhered to and the pro- 
ceeds of ‘the policy awarded to the wife. 


Continued on page 381 
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ANSWERS TO C.L.U. QUESTIONS—Continued 


Question 9. Johnson possessed policies of life insurance in the amount 
of $60,000 which were issued in Ohio, while the insured was a resident 
there. The insured and his wife, the beneficiary, later changed their 
residence from Ohio to Nebraska, where insured subsequently died. 
This suit was instituted by the insured’s administrator against the 
widow to recover, for the benefit of insured’s creditors, such portion 
of the proceeds as were purchased by the annual premiums paid by 
the insured in excess of $500 per annum in accordance with the laws 
of Nebraska at the time of the insured’s death. Under the laws of 
Ohio, premium payments not in fraud of creditors are wholly beyond 
the reach of creditors. Premium payments were not made in fraud of 
creditors. The premiums, after removal to Nebraska, were paid in 
Nebraska, although the contract proper was executed in Ohio. 

Decide and discuss. 


Answer: The administrator cannot recover. The contracts proper 
were executed and came into being in the State of Ohio, at which place 
they were free and clear of claims by the insured’s creditors. The fact 
that the insured subsequently removed to Nebraska did not and could 
not impair the validity of the contracts purchased in Ohio, and the 


Nebraska creditors were not prejudiced in consequence of the payment * 


of insurance proceeds to the insured’s widow. The payment of premiums 
in the State of Nebraska on an Ohio contract did not change it to a 
Nebraska contract, but represented fulfillment of an executory Ohio 
contract. 


Question 10. Suit on a note given by applicant to agent for the first 
year’s premium on a policy of life insurance. The application stipulated 
for certain features, including double indemnity. The company refused 
to issue the policy upon the ground that applicant was overweight, but 
issued another policy containing different stipulations and features to 
meet as nearly as possible the requirements of applicant. Applicant 
refused to accept the policy and agent finally left it with the applicant’s 
wife, declining to accept its return, Applicant refused to pay the note 
on the ground that there was a failure of consideration, 

Decide and discuss. 


Answer: In legal terms the procedure described in this question may be 
stated as follows: 

The applicant made an offer to the insurance company when he signed 
the application for insurance. 

The agent remitted the offer to his company, accompanying it with a 
note as consideration. 

The company refused to accept the offer of the applicant because of 
underwriting problems involved in his overweight. This terminated 
that offer. 

The company made a new offer or counter-offer to the applicant by 
sending back a policy not exactly the same as the policy applied for. 

The applicant refused to accept this offer. Hence, there was no 
contract. Leaving the policy with the applicant’s wife, did not constitute 
good delivery, nor can it be used to show acceptance of the company’s 
offer by the applicant. 

The life insurance policy is a contract. It must fulfill all of the 
requirements of a contract. The original offer made by the applicant 
was accompanied by a note, to serve as consideration for the contract 
when finally issued, and the contract to serve as consideration for the 
note. Since the company rejected the offer the consideration for which 
the note was given has failed. The note can not be validated by the 
mere making of a counter-offer on the part of the company. The minds 
of the parties did not meet and no contract came into being. Hence the 
applicant has received no consideration for his note and failure of 
consideration is a valid defense against the agent or the insurance 
company. 


ANSWERS TO PART V—JUNE 1932 C. L. U. EXAMINATION 
QUESTIONS 

FINANCE: 
Question 1. It has frequently been maintained that the holding com- 
pany device permits concentration of control over large capital ac- 
cumulations with only a small capital investment on the part of the 
controlling interests. 
(a) What is a holding company? 
(b) Explain and illustrate how concentrated control is attained by a 
holding company. 


Answer: (a) A holding company is a separate corporation organized 
for the purpose of securing control of two or more independent com- 





panies in a competitive or related field. The idea of this control is to 
eliminate or reduce competition and to make for larger profits through 
centralized management. 

(b) A holding company may gain concentrated control by a process of 
pyramiding. Thus a relatively small amount of capital can control a 
vast amount of other people’s money by simply holding a majority 
interest in the holding company which in turn holds the majority interest 
or “working control’ of other corporations. These corporations might 
in turn hold control in other corporations and so on more or less indefi- 
nitely and in any or all of the cases the assets might be many times the 
amount of the voting stock. Thus, assume the XYZ holding company in- 
corporated for $1,000,000—$100,000 of which is class ‘‘A’”’ voting stock 
and $900,000 of which is class “B’ stock. The class “A” stock is the 
only stock having voting privileges, therefore $51,000 of this stock would 
have control of the entire fund. The remaining $49,000 of the class “A” 
could be sold to special friends or associates. The $900,000 could be 
sold to the public or exchanged for controlling interest in going cor- 
porations, not the entire stock but just a sufficient amount for the holding 
corporation to gain the control of management and policies. 

The funds and resources of the newly acquired corporations can be 
used to purchase control of subsidiary, allied or competing firms and 
by this means control of a vast fund of other people’s money is effected 
by a small group with limited capital. 


Question 2. During the past decade investment trust securities have 
attained considerable popularity with investors in the United States. 
(a) What is meant by an investment trust? 

(b) Distinguish between an investment trust and a holding company. 
(c) What investment features, if any, are incorporated in investment 
trust securities? 


Answer: (a) An investment trust is an organization whereby securities 
are deposited with a designated person or company to hold, as trustee 
under a trust agreement, for the interest of persons holding collateral 
interests therein as represented by certificates of ownership called invest- 
ment trust certificates. The organizer of the trust deposits the acquired 
securities with the trustee who issues the investment trust certificates. 
The financing of such trusts is accomplished in much the same way as 
that of other security issues. They are often underwritten by a syndi- 
cate, and the investment houses dispcse of them to the public. 

(b) The primary object of a holding company is control. The organ- 
izers and managers of investment trusts do not usually seek control, 
however, but expect to make a profit from the difference between the 
purchase price of the securities placed in trust and the sale price of the 
trust certificates. Furthermore the holding company usually operates 
in one type of industry while an investment trust portfolio may include 
many. 

(c) Diversification is the principal investment feature of a so-called 
investment trust and by this diversification permits the small investor to 
gain the advantages of a large investor in the spread of shares and at 
the same time relieves him of the burden of selection. The convenient 
denominations in which these securities are issued is also an advantage 
to the small buyer. Since the holdings of an investment trust are 
usually equity or share holdings it cannot be said to be secure as to 
principal, as required of an investment. Its income is dependent on 
dividends, or earnings, and it therefore cannot be said to qualify as to 
certainty in inceme. It is marketable only as long as the managers 
maintain a market. It is properly classed as a speculation, rather than 
as an investment. By the spread, or diversification, it seeks to reduce 
the risk, and perhaps is the safest way to put money into common stocks, 
in small amounts, but by multiplying the risks, or increasing the number 
of risks, it does not eliminate the risk as is popularly although errone- 
ously supposed. 


Question 3. A corporation has a convertible bond issue ontstanding. 
(a) Into what other securities may the bonds be converted? 
(b) What advantages can a corporation derive from bond conversion? 
(c) What speculative features attach to convertible bonds? 


Answer: (a) The indenture of a convertible bond specifies into just 
what other securities it may be converted and the price at which con- 
version may be made. Frequently a certain price will be set for a given 
number of years, then another price for another period; sometimes the 
convertible feature expires after a stated period. Usually such bonds 
are convertible into common stock but may also be converted into 
preferred stock. 

(b) The corporation will benefit by conversion of bonds into stock in 
the following ways: 


Continued on next page 
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ANSWERS TO C.L.U. QUESTIONS—Continued 


(1) A creditor becomes a part owner of the business, releasing his 
claims. 


(2) Fixed charges in the form of bond interest which must be paid, 
are reduced. 

(3) By reducing fixed charges a larger percentage of the gross earning 
is available for other purposes. 

(4) Property is now unencumbered placing the corporation in a 
strong position for new borrowing—in cases where it needs new money. 

(c) The speculative feature of a convertible bond is that the issue 
into which it is convertible may rise in price in which case the action of 
arbitragers will cause the convertible bond to rise so as to keep pace 
with the ratio of conversion stipulated in the bond. For instance: A 
company whose stock is selling at 75 issues bonds convertible on the 
basis of $100 par value of bonds for 1 share of stock. If the stock sells 
at $100 the bond and stock have the same value. If the stock sells at 
$125 the bond will also sell at $125 less the cost of making the con- 
version. 


On the other hand the convertible bond is not subject to the same 
depreciation in price as stock as it will tend not to go below its fair price 
as a bond considering security and yield. 


Question 4. In recent years it was frequently asserted that business 
corporations could continue their regular dividend payments on com- 
mon stock outstanding even in years of depression, because of their 
large accumulated surpluses. Nevertheless a number of American 
Business corporations have suspended cash dividends, although the 
accumulated surpluses shown on their financial statements are more 
than sufficient to continue regular dividends. 

(a) What reasons can you give why dividends are not continued out 
of corporate surpluses? 

(b) Do you consider such dividend suspension sound business finance? 
Reasons. 


Answer: (2) Accumulated surpluses in most American business cor- 
porations are not left idle. Frequently they have not been paid out as 
dividends when earned because it seemed advantageous to the directors 
to use them in expanding the business. Many of the surpluses today are 
represented by additions to plants and machinery. Many others are 
required to finance the larger inventories and accounts receivable inci 
dental to past business expansion or present depression. Any or all of 
these reasons may make the surplus non-liquid at present. 

To pay out dividends when surpluses are non-liquid in most cases is 
dangerous te the business as it means borrowing in order to do so. 
Besides, the fact that the surplus is non-liquid indicates that it is 
needed in the business; a loan in order to get the cash further handicaps 
the business,—assuming the loan is obtainable. 

Directors of many corporations are more concerned today with the 
problem of keeping their companies in sound financial shape, ready to 
seize the opportunity of profitable business when conditions improve and 
to take advantage of present opportunities to buy out competitors who 
are in difficulties, than they are with the continuance of dividends. 

(b) It is sound business finance to keep the corporation in such shape 
that there is no danger of being forced into bankruptcy or being unduly 
handicapped for lack of working capital. Therefore even if there were 
sufficient cash on hand to pay a dividend it is better to conserve it for 
the purpose of paying fixed charges and for necessary expenditures until 
business revives. This is especially true when the outlook for large 
current earnings and easy lending terms by the banks seem remote. 


Question 5. The argument is often advanced that business revival is 
retarded because of the reluctance of commercial banks to extend 
credit. 

(a) What do you understand by “credit’’ and what part does it play 
in business finance? 

(b) Why should commercial banks be reluctant to extend credit? 


Answer: (a) The term “credit” is applied to the business privileges 
of deferring payment for goods or services or of borrowing additional 
capital funds for immediate use with repayment deferred until an agreed 
future time. It plays a very large part in business finance. In fact, 
most of the business of this country is conducted on ‘‘credit” which may 
partake of any one or more of several forms. 

Credit is so vital in business that as it dries up business slows down. 
It is estimated that 80 to 90% of all business is conducted on credit. 
The roundabout process of production must have credit, as certain kinds 
of producers goods must precede others and must be completed ahead 
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of consumption. The merchant must have credit to provide goods for 
the consumer to buy and often the consumer must have time to pay 
for them. 

(b) Commercial banks are institutions of deposit, and owe their ex- 
istence to those customers who entrust funds to them. Hence, they 
must be reluctant in extending credit when the trend of business makes 
repayment of loans in many cases problematical. A bank must protect 
its depositors, and be able to meet its demands at all times. It must 
preserve not only solvency, but liquidity. 

The experiences of the last two years indicate that the probability of 
repayment of loans as agreed is very much less right now on account 
of the uncertainty of business conditions. Because of this fact, com- 
mercial loans are much more likely to turn out to be “time” loans with 
the result that the loanable funds of the commercial bank become 
“frozen,” thus making it impossible to meet the demands of a run on 
the bank. 


Question 6. A group of economists recently submitted a number of 
recommendations to President Hoover, intended to stimulate business 
revival, among which was the following: “We recommend that the 
Federal Reserve Banks systematically pursue open market operations 
with the double aim of facilitating governmental financing and in- 
creasing the liquidity of the banking structure.” 

(a) What are Federal Reserve Banks and what are open market 
operations? 

(b) Show clearly how open market operations may be employed to 
carry out the two-fold aim suggested in the above recommendation. 


Answer: (a) Federal Reserve Banks are banks for bankers established 
by the Federal Reserve Act of 1913. There are twelve of them located 
in the United States, each serving a given district. The principal pur- 
poses of these banks are: 

(1) To provide an elastic credit system. 

(2) To provide the concentration of bank reserves. 

(3) To provide an elastic currency. 

(4) To assist member banks in their transactions with each other. 

The open market operations of the Federal Reserve Banks consist 
in the buying and selling of acceptances, and United States obligations 
in the open market. 





(b) By buying U. S. obligations in the open market Federal Reserve 
funds are made available to the government to meet current obligations. 
These funds in turn are deposited in a member bank (usually) by the 
seller and may be retained in the vault of member bank or deposited 
with the Federal Reserve Bank to the member’s credit thus increasing 
its reserve and on the basis of the reserve so created it may expand 
loans to customers. 


Question 7. “If the land of the country is not good security, what is 
good security?” asks the author of a recently published book on pro- 
moting business stability. 

(a) What is your answer to this question? Give reasons for your 
point of view. 
(b) Set forth clearly what you consider good security behind an 
investment. 





Answer: (a) Land per se is not good security because it is unstable 
in value, is not portable or interchangeable, and may not be productive. 
It is only as human effort is applied to land to make it productive that 
it becomes valuable for security. A hundred acres of land in the 
northern part of Greenland may be entirely worthless, or else worth 
only on infinitesimal fraction of the value of 100 square feet on the 
corner of 42nd and Broadway in New York City. : 

(b) Good security back of an investment must be of such a nature 
as to (1) absolutely assure the safety of the principal; (2) be capable of 
producing sure and steady income, i.e. the yield of the investment must 
be certain; (3) be marketable and not only he able to command a price, 
but to command a stable and definite price, i.e. be subject to a minimum 
of fluctuation. 


Question 8. “The decline in commodity prices during the past two 
years will necessitate the financial reorganization of a number of 
American industrial corporations. 

(a) Why should such reorganization be necessary? 

(b) Explain the two ways in which it may be achieved. 

(c) What are the purposes of reorganization and how may they be 
attained? 


Continued on next page 
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ANSWERS TO C.L.U. QUESTIONS—Continued 


Answer: (a) A decline in commodity prices brings a severe decline 
in the margin and volume of profits, also in the volume of capital needed 
for business operations. Since the capitalization of many large indus- 
trial corporations had been grossly increased by stock dividends, split- 
ups, issue of rights, etc., during the rise in commodity prices, it reached 
a point where payment of dividends is not possible from a much smaller 
margin of profit on so large a volume of capitalization. In addition, 
fixed charges are relatively high to the volume of business capital em- 
ployed. Reorganization is necessary to reduce fixed charges, simplify 
the capital structure and put common stock equities back on a dividend 
earning basis. 

(b) Reorganization can be achieved first of all by voluntary agree- 
ment among all security holders to deposit the entire amount of their 
securities with a trustee and in return receive different securities which 
in most cases will be junior to those they now hold. For example the 
bondholders may receive a $500 bond for every $1,000 they now hold 
plus a few shares of preferred stock and some common stock. This 
procedure will be carried out right straight down the line and the 
common stockholders might receive one share for every 10 shares they 
own at present. 

This will materially reduce the fixed charges of the corporation, give 
the corporation greater working capital, possibly allow it to make greater 
net profits and in the end benefit all security holders. 

A second way reorganization can be effected is involuntarily, in which 
case a receiver (frequently an officer of the corporation) will be ap- 
pointed by the court. In this event a bondholders’ committee is formed 
and forecloses on the property and offers it for sale. They then bid it 
in at a low price and the amount they must pay for it is divided among 
all bondholders in accordance with the number of bonds they hold. 
A new corporation is then formed with a new capital structure and 
the bondholders owning the property are given securities in the new 
corporation. The fixed charges have thus been reduced and the cor- 
poration continues to do business. This method is generally used when 
the consent of all the bondholders cannot be obtained and they will not 
all deposit their bonds for exchange. 

(c) The purposes of reorganization are to: 

(1) Provide greater working capital 

(2) Reduce fixed charges 

(3) Simplify the capital structure. 

Greater working capital can be acquired by issuing receiver’s cer- 
tificates after the receiver is appointed. All other securities are junior 
to receiver’s certificates and they are considered a prime investment. 

Fixed charges can be lowered by reducing the amount of securities 
outstanding upon which the corporation has to pay interest regularly. 
This can be effected as explained in part (b). 

The capital structure can be simplified by grouping all mortgage bonds 
of the same priority under one new mortgage, eliminating several differ- 
ent kinds of stock by issuing one kind of preferred and one kind of 
common and persuading security holders to make the exchange. If 
this cannot be done by voluntary methods then it can be accomplished 
as previously stated. 


Question 9. Many economists maintain that the long time trend in 
interest rates on investments during the next decade will be dis- 
tinctly downward. 

(a) What are the factors affecting the long time interest rates on 

investments? Explain fully. 

(b) Do you agree with the above statement? Reasons. 

(c) If the long run interest rate were to decline what effect would 

it have on the market values of investment securities outstanding? 

Answer: (a) The long time interest rates on investments are in- 
fluenced by the following: 

(1) The supply of capital. Any goods produced in this or previous 
generations and not consumed become capital. If the supply increases 
faster than the demand then less will be paid for the use of capital. 

(2) Demand for capital. If less earnings are possible by the use of 
capital then the demand for its use will diminish. 

(3) Greater mobility of capital will permit it to be used more effec- 
tively, therefore a smaller supply will meet an increased demand. 

(4) Lowering commodity prices cause interest rates to decrease, and 
rising commodity prices tend to make them rise. 

(5) Undeveloped natural resources. In a country with many of these 
it can use capital to advantage, thereby causing an upward trend. As 
these become more fully developed the effectiveness is lessened, so 
interest rates decline. 

After all is said and done, the factors which really influence long term 
interest rates are the supply of capital, the demand for capital and the 
effectiveness of its purchasing power in commodities. 

(b) I believe interest rates will tend to go down. 
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Much has been saved from past generations, therefore there is a con- 
siderable supply of capital on hand. Most businesses are very much 
overbuilt, such as automobile factories, steel plants, lumber plants, etc. 
Inasmuch as population is tending to increase less rapidly than formerly 
and backward countries have become more industrialized, it will be 
many years before they will need much additional capital for expan- 
sion; in fact it will probably be many years before they are working 
at capacity. Credit facilities have been developed to make capital more 
effective, so a lessened amount will accomplish more than in the past. 
Commodity prices are low, and still going lower. A smaller income 
from $1,000 will purchase more goods than previously. The long term 
trend of interest will probably continue downward until the people of 
the world quit saving so much and consume more than is produced. 


(c) The market price of outstanding securities with fixed and un- 
changeable interest rates would go up if the long run interest rate 
declined. The market price of a security varies inversely with the 
market rate of interest. For example a 6% bond has to be at par to 
earn 6%, but will earn 5% on a price above par therefore if the market 
rate for interest goes to 5% the market price of the security will adjust 
itself to a 5% yield. 


Question 10. Recently proposed banking legislation (Glass Bill) con- 
tains provisions aimed at abolishing security affiliates (investment 
banks) of chartered banks (commercial banks). 

What reasons can you advance for advocating separation of the func- 
tions of commercial banks from those of investment banks? 


Answer: Investment and commercial banks are two distinct types of 
institutions. 
The investment bank: 
(a) Handles security issues 
(b) Investigates such issues 
(c) Underwrites issues 
(d) Markets securities 
(ec) Invests in long time securities 
(f) Makes investigations and furnishes investing advice. 
The commercial bank: 
(a) Receives demand deposits 
(b) Extends 
(1) Mercantile credit 
(2) Commercial credit 
(3) Personal credit 
(4) General credit 
(c) Acts as a collection agency 
(d) Discounts commercial paper 
(e) Usually operates a savings department. 
(f) May operate a trust department. 


As a result of their widely different purposes these banks have very 
different types of portfolios. The investment bank maintaining a non- 
liquid position holds many long time obligations. The commercial bank 
on the other hand, being subject to demand deposits has a portfolio 
largely liquid, consisting of cash, government bonds, Federal Reserve 
deposits, short time self liquidating paper, deposits in other banks and 
demand or short time notes. 


The differences set forth above would seem to justify a separation 
since affiliation would require two distinct types of operation—one of a 
long time, non-liquid character; the other of a short-time, liquid char- 
acter. 


In addition to the above the type of management and organization is 
entirely different. The investment bank requires an investigating and 
statistical department and security analysts while the commercial bank 
needs local business and credit information and deals in a great many 
accounts of relatively small amounts in each case. Then too there is 
always the danger of the investment department unloading its bad bar- 
gains on the commercial department or the trust department. 
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“TWISTERS” WARNED BY 
CONNECTICUT 
Aroused by the filing of numerous complaints against 
insurance agents, Insurance Commissioner Howard P. 
Dunham on July 30, 1932, issued a statement warning 
agents who resort to unethical practices that they face 
the loss of their licenses and criminal prosecution. 


“An insurance agent occupies a position of trust and acts 
in a fiduciary capacity,” Commissioner Dunham said. “The 
public, having little understanding of the insurance business, 
relies upon his judgment, experience and honesty. The agent’s 
responsibility, therefore, is great. 


“When he betrays the confidence imposed in him he proves 
himself unfit to act as an insurance agent. 


“One of the most serious offenses which may be charged 
against an agent is twisting—that is, inducing a person to sur+ 
render his life insurance in one company and buy life insur- 
ance in the company represented by the agent. This practice 
is unethical and unlawful and an agent faces the loss of his 
license and a fine or term in jail on conviction. 


“An agent who persuades a person to switch companies 
is not safeguarding the insured’s interest; he is merely seeking 
more business at the insured’s expense. It is not to the inter- 
est of a policyholder to take the cash value and surrender his 
policy in a good company and then buy insurance in another 
company. The policyholder generally loses much by such 
switching. In the first place, many years having elapsed since 
he bought his life insurance policy, he must pay a higher pre- 
mium for the new policy due to the increase in his age. And 
then there is always the possibility that he may not be able 
to pass another life insurance medical examination. 


“Many policyholders fall easy prey in hard times to the per- 
suasion of the glib agent who seeks only to make a profit 
without regard to the policyholder’s welfare. This practice 
must be stopped. The Insurance Department welcomes any 
report of twisting by agents. 


“Under present conditions there is an increased tendency 
for policyholders to be approached with the argument that the 
present insurance carried is not suitable to present needs, and 
a change to some other form and in some other company is 
suggested. In the great majority of such cases, the change is 
distinctly to the disadvantage of the insured. Policyholders 
who have purchased insurance in companies admitted to this 
state have paid the original acquisition costs. A change to 
another company involves new acquisition costs and such costs 
must ultimately come from the pocket of the policyholder. 
Should such a program be offered to you, I would suggest 
that you ask that it be put in writing and submit it for analysis 
to the company in which you are insured, 


“The above caution applies to insurance with or without 
loans. In many cases the ‘twister’ will urge that because a 
policy is encumbered it should be rewritten. In most cases, 
even on policies with loans, it is distinctly to the insured’s 
advantage to continue his present insurance. 


“Most life insurance companies are co-operating to combat 
this practice. 


“Applications which prospective policyholders now fill out 
ask whether the insurance applied for is intended to replace 
insurance now in force in another company. 


“The twister sometimes falsifies the condition of an insur- 
ance company in order to convince a policyholder of the neces- 
sity of surrendering his insurance in that company. This is 
highly dangerous and the net result will be to undermine con- 
fidence in the entire structure of insurance. Whispering cam- 
paigns are obnoxious and cowardly and the Connecticut Insur- 
ance Department will not tolerate them.” 





COSTS OF WAR RISK INSURANCE 


In an effort to correct a rather widespread misunderstanding 
concerning the funds from which war risk term insurance 
claims are paid, Brig. Gen. Frank T. Hines, Administrator of 
Veterans’ Affairs, stated on September 2, 1932 that contrary 
to the impression which prevails in certain sections of the 
country, the fund created by premium deductions from service 
pay was not adequate to meet the tremendous insurance lia- 
bility of the Government and since prior to 1923 it has been 
necessary for Congress to appropriate funds annually to pay 
these benefits. 


General Hines explained that the total premium payments 
on war risk insurance were less than five hundred million 
dollars while the liability incurred by the Government under 
such insurance on account of awards already made by reason 
of permanent and total disability or death of the veterans, is 
in excess of one billion, five hundred million dollars, thus 
leaving the actual insurance liability of the government to 
date, one billion dollars in excess of all premiums paid on 
this insurance. These figures General Hines explained, do 
not include the potential insurance liability of the Government 
in the 32,282 claims now filed with the Veterans’ Administra- 
tion, and the 10,785 law suits on rejected claims of such in- 
surance which have been filed in the various United States 
courts throughout the country. 


In addition to the term insurance, General Hines stated 
that 7,734 “automatic” insurance awards have been made in 
which the benefits totalled over thirty-seven million, cight 
hundred thousand dollars. 


General Hines pointed out that in the case of the term in- 
surance which is payable in monthly installments of $5.75 for 
each thousand dollars of insurance, the beneficiary of a ten 
thousand dollar policy would actually ultimately receive $13,- 
800 because under the deferred payment plan of 240 monthly 
installments, an additional sum of $380 per thousand repre- 
senting interest at 344% is also payable. However, if the bene- 
ficiary of such insurance happens to be the veteran himself, 


‘permanently and totally disabled, payments are made to him 


as long as he lives, regardless of how far such payments may 
extend beyond the original 240 installments. 


Under these circumstances, it is practically impossible to 
estimate the maximum insurance liability of the government 
in cases of this character, but it is evident that total payments 
under war risk term insurance will eventually represent an 
expenditure of the government in excess of two billion dollars. 
The appropriations which have been made by Congress since 
1923 to nourish this fund now total $1,156,730,000. 


With regard to converted insurance, General Hines explained 
that under such insurance, a life insurance fund is actually 
built up by the investment of premium proceeds, and con- 
verted insurance is therefore self-sustaining, with the excep- 
tion that all administration costs are borne by the government. 


INSURANCE ADVERTISING CONFERENCE 


To Stress Strength of Life Insurance 


Vice-President Kenilworth H. Mathus of the Insurance 
Advertising Conference and Chairman of its Life Group has 
appointed a Committee to study ways in which the strength of 
life insurance may be worked into current advertisements of 
all the Companies. This Committee consists of : 


Mr. R. C. White of the Franklin Life. 
Miss Cloe Peterson of the Business Men’s Assurance. 
Mr. Leroy Cushman of the Massachusetts Mutual. 


This Committee will report on its findings at the October 
Convention of the I. A, C. 


Among suggestions offered is that of a slogan which may be 
placed in a special paragraph or box in their company ad- 
vertisements whenever appropriate, and that also may be used 
on letterheads, booklets, and various pieces of printed matter. 
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PURCHASE AND CONSOLIDATION—Continued 


It is a peculiar fact that sellers often accept offers in- 
volving a small cash payment and agreement by the purchaser 
to pay the balance in installments over a period of years. | 
know of one recent transaction of that kind involving a total 
purchase price of $1,000,000. The buyer paid $100,000 and 
agreed to pay the balance in two years. He then consolidated 
the company which he had purchased with another previously 
controlled by him, and later he started suit for the cancella- 
tion of the purchase agreement on the ground of misrepre- 
sentation. If he is successful, where will the original owner 
of the stock stand? It is impossible to “unscramble” the 
consolidation, so at best he will be the owner of a substantial 
minority interest in the consolidated company instead of hav- 
ing the controlling stock in the company which he sold. 


Consolidations are entirely sound in principle but often bad 
in practice. When well conducted they result in substantial 
operating economies and greater safety for policyholders and 
stockholders. Too often, however, it is attempted to make a 
good omelet out of two bad eggs, or even out of one bad egg 
and one good egg. It never works; even one bad egg will 
spoil the omelet. Again, some people seem to have the idea 
that there is some magic in consolidations by which some- 
thing can be created out of nothing. Recently, I was asked 
my opinion of the position of the casualty and surety business 
as a whole, and pointed out that on the basis of market valua- 
tions of securities the surplus to policyholders was uncom- 
fortably small. This inquirer, who was contemplating the 
building up of a fleet of companies, then said that he and his 
associates felt that many of the unsound situations could be 
cured by consolidations, but I reminded him that adding zero 
to zero has always produced zero, and that there was no 
reason to suppose there would be any change in that law of 
mathematics. In that particular portion of the insurance field 
more capital is needed, despite the recent rise in the securities 
market, which has greatly strengthened many companies 
which were in serious difficulties. 


I recall an instance which occurred some years ago in the 
Middle West, where an entirely sound company was wrecked 
by a consolidation with another of about equal size, the con- 
dition of which was very different from what was indicated 
by its financial statement: liabilities were underestimated, 
and it had written policies and bonds, and entered into agree- 
ments which subsequently produced heavy losses. A good 
company was ruined because its officers did not adequately 
investigate the condition of the other company before agree- 
ing to the consolidation. In contrast, I recall a consolidation 
of two fire insurance companies, one of which had been looted 
to the tune of over a million dollars by its president, and 
which was shown by an examination by the New York In- 
surance Department to have an impairment of 40% of its 
capital of $1,000,000. It was consolidated with another com- 
pany with entirely successful results; it is possible for one 
thoroughly sound and substantial company to absorb a weak 


one without serious prejudice, but only where one company is 


much larger and stronger than the one absorbed. 


A bad feature of consolidations which has come under my 
notice is overloading the consolidated company with officers ; 
everyone who had a finger in the management of either of 
the consolidated companies wants to hang on to his job, 
which is natural but uneconomic. Frequently, also, reserves 
for pending claims and other liabilities are underestimated, 
and the value of assets padded, in an effort to make the con- 
solidated statement as rosy as possible. Another important 
point, which in some cases should be the controlling one in 
considering the desirability of a consolidation, is the loss of 
agency plant value which always occurs if the consolidated 
companies are operating in the same general territory. Dup- 
lication of agencies must be eliminated at many points, under 
the operating rules established by the companies themselves. 
This is especially important in the case of fire and casualty 
companies, though by no means unimportant in the case of 
life insurance companies. 


Present day problems in connection with consolidations in- 
clude the difficulty of arriving at an agreement as to the value 
of assets, particularly mortgage loans and real estate; and the 





equal or greater difficulty of estimating accurately the ulti- 
mate cost of contingent liabilities, such as possible future loss 
from disability benefits in the case of a life insurance com- 
pany, or the probable ultimate cost of improvident underwrit- 
ing in certain lines by surety companies. There are usually 
legal technicalities to be overcome, especially when the com- 
panies to be consolidated are domiciled in different states. 
Yet, as compared with reinsurance and liquidations, consoli- 
dations may mean great savings to stockholders, for which 
reason, however great the difficulties, the working out of 
proper methods of consolidation is of immediate and large 
importance. 


Refinancing of many companies should be brought about 
in the next few years, I think it may safely be said that more 
insurance companies have been ruined by bad investments 
than by high loss or expense ratios, or both. Undoubtedly, 
bad practices have been allowed to creep into the business in 
recent years, especially in relation to investments, and it is 
my opinion that there should be a very general tightening up 
of laws and regulations relating to the investment of the funds 
of insurance companies, particularly in view of the fact that 
they originate mainly in the premiums paid by policyholders, 
and constitute the reserves held for their protection. It seems 
to me that in their anxiety to preserve insurance companies of 
their own states, some of the insurance departments have per- 
mitted investment practices which have seriously weakened 
the companies indulging in them, and in many cases decidedly 
prejudiced the interests of policyholders. This is to be con- 
sidered as a criticism of judgment and not of intent. One 
of these evils is the “pyramiding” of assets. Company A is 
acquired; then Company B, to which a large amount of stock 
of Company A is sold; then Company C, to which stock of 
Company B is sold; and then Company A buys stock of 
Company C. All this may be strictly within the letter of the 
law, but it is bad financing, because the assets of an insurance 
company should be readily saleable in whole or in part with- 
out undue sacrifice, I am especially opposed to the ownership 
by a life insurance company of stock of another life insur- 
ance company for three principal reasons. First, non- -liquidity ; 
there is no ready market, and where stock control of another 
company is held, its sale would disrupt the operating plans 
of the parent concern. Second, because there is room for 
large, and entirely honest, difference of opinion as to the 

value of such holdings, and this condition should not exist 
with respect to any asset of a life insurance company; and, 
third, because as a rule the current yield of life insurance 
stocks is too low to justify the investment. Another bad 
feature of recent investment policy which has come to my 
notice is individual investments which are too large in pro- 
portion to total resources, I still hold to the belief that it is 
unwise to have too many eggs in one basket. Still another is 
a badly balanced portfolio of investments. I have in mind 
one great life insurance company which made the mistake of 
putting virtually all of its money into real estate securities 
instead of dividing it between such securities and sound bonds. 
The widespread depression, affecting real estate values, has 
created serious problems for that company’s management. 
The last annual statement of another life insurance company 
showed that an amount equal to its entire capital and surplus 
was deposited in a relatively small bank controlled by the in- 
terests which owned and operated the life insurance company. 
A study of the statement of the bank showed that this ap- 
parent liquidity of the life company was largely fictitious. In 
other cases, insurance companies have been loaded up with 
the securities of other enterprises controlled by the interests 
owning the insurance companies. Unforeseen economic de- 
velopments affected these other enterprises so adversely as to 
create serious problems for the insurance companies, 


Summing up, it may be said that at the present time con- 
solidation of fire insurance companies is relatively easy of 
accomplishment. As a rule their assets can be accurately 
valued as of a given date, and the same is true of their lia- 
bilities. There are too many companies in that field; there 
is not enough business to go around. Of all the stock fire 
insurance companies which were in the business at the begin- 
ning of 1931, about 15% retired during that year, but the 
end is not yet. 
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In the casualty-surety field assets as a rule can he readily 
valued, but the difficulty is with the accurate estimation of 
the ultimate cost of pending claims and of the possible ulti- 
mate cost of bonds and policies issued under which claims 
have not yet arisen, but which may prove troublesome in the 
future. In addition, most casualty and surety companies which 
are at all likely to consider consolidations are in need of addi- 
tional capital funds. Therefore, when I have been consulted 
recently concerning possible consolidations or purchases of 
casualty companies | have recommended that old stockholders 
be required to retain their present holdings and that any new 
funds available be added to them rather than used to buy out 
the present investors. And if they are of any substantial 
size the single agency rules in effect quite gencrally involve 
the element of loss of agency plant vali. 


In the life field the principal difficulty is valuation of assets. 
If a company is to be refinanced and among its assets are 
questionable items placed there by the present owners, the 
best results will be obtained by assuming that these assets are 
worth the figures at which they are carried and determining 
the value of the stock upon that basis; and then insisting 
that the doubtful assets be accepted at their face in part pay- 
ment for the stock to be acquired by the new interests com- 
ing into the picture, who will replace them with other securi- 
ties of a nature better suited to the operations of a life in- 
surance company. 


While dealing with the subject of investments of life insur- 
ance companies it must be remembered that the calculations 
upon which the premiums are based include the assumption 
that all the investments will earn at least an estimated rate 
of interest. In the case of fire and casualty companies in- 
terest on reserves has never been considered as a factor in 
rate making and it would be very difficult to work out a 
sound formula for doing so; but in the practical operation 
of fire and casualty companies the interest on reserves plays 
a very important part. It follows that one vital factor which 
should govern all insurance company investments is a stable 
yield. 


In closing | want once more to emphasize the extreme im- 
portance of the insurance business to the individual and to 
industry. It is perhaps the most important business of all. 
It affects directly or indirectly every man, woman and child 
in this country and protects hundreds of billions of value; 
and all through the unprecedentedly trying conditions of the 
past three years it has sturdily met and overcome every ob- 
stacle and fairly and promptly met every obligation. It is a 
record of which everyone identified with it may justly be 
proud, You gentlemen of the legal profession have contrib- 
uted largely to this result, by solving successfully many of 
the intricate problems which have confronted the insurance 
business during this trying period. 
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LIFE UNDERWRITERS 
ASSOCIATION 

The new officers elected by the Association at the 
September meeting for the 1932-1933 term are as fol- 
lows: President, Charles C. Thompson, Seattle, of the 
Metropolitan Life Insurance Company; Vice Presi- 
dent, C. Vivian Anderson, Cincinnati, of the Provi- 
dent Mutual Life Insurance Company; First Vice 
President, Theodore M. Riehle, New York City, of 
the Equitable Life Assurance Society; Second Vice 
President, Arthur S. Holman, San Francisco, of The 
Travelers Insurance Company; Third Vice President, 
Lester O. Schriver, Peoria, of the Aetna Life Insur- 
ance Company; Fourth Vice President, Alexander E. 
Patterson, Chicago, of the Penn Mutual Life Insur- 
ance Committee; Chairman of Executive Committee, 
Elbert Storer, Indianapolis, of the Bankers Life Com- 
pany; Secretary, John W. Yates, Detroit, of the 
Massachusetts Mutual Life Insurance Company; 
Treasurer, Robert L. Jones, New York, of the State 
Mutual Life Assurance Company; Managing Director 
and General Counsel, Roger B. Hull, New York; 
Field Consultant, Mansur B. Oakes, Indianapolis. 





AMERICAN LIFE CONVENTION 
Annual Meeting October 4th-7th 

The Convention is holding its 27th annual meeting 
at the Royal York Hotel, Toronto, Canada, on Octo- 
ber 5th, 6th and 7th. The Legal Section meets on the 
3rd and 4th and the Financial Section on the 4th, the 
Home Office Management Section on the 6th, and the 
Agency Section on the 7th. 

AGENCY OFFICERS’ ANNUAL MEETING 

One of the innovations of last year’s joint meeting 
of the Association of Life Agency Officers and the 
Life Insurance Sales Research Bureau was the group 
luncheons at which company representation was di- 
vided, according to size, into four groups. 

This year the luncheons will be eliminated but the 
time for group discussion will be extended by devoting 
the afternoons of November 1 and 2 to group discus- 
sions. The joint meeting will be held this year at the 
Edgewater Beach Hotel, Chicago, November 1, 2, 3. 


INSURANCE SOCIETY OF NEW YORK 
Life Insurance Course 


The Insurance Society of New York at 100 William Street, 
New York City, is conducting a rather extensive Life Insur- 
ance Course commencing November 11. The cost to members 
of the Society, in addition to the annual dues, is $7.50 and to 
non-members $12.50. Classes are held each Friday from 5:00 
to 6:00 P.M. Applicants may register by mail by sending for 
registration card. The Secretary’s office will be open commenc 
ing September 26 from 9:30 A. M. to 6:00 P. M. (Saturday’s 
9:30 A. M. to 1:00 P. M.) 
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POSITIONS WANTED | 


The individuals offering their services in this column have 
been investigated by Alfred M. Best Company, Inc., 
and the representations made as to knowledge, experience 
and character are as stated by us. No charge is made for this 
space as the only desire is to assist them and the insurance 
business generally. 














_—— ~ 


Former special agent, general agent, and agency supervisor for three 
large companies, who forsook profitable life insurance work for in- 
vestment field, desires to re-enter life insurance either as general agent 
or at home office. Past president St. Louis Life Underwriters Asso- 
ciation and would prefer connection in this territory. Ll. 





Field supervisor with 16 years experience with three companies in 
both field and home office, desires position with better company; age 
38; good connections; and good references. L4. 





L5—Position as agency director or > general manager wanted in south 
east or middle west; no objection to traveling; nine years varied insur 
ance experience with semi-executive positions; married, age 33, very 
good references, salary desired about $5,000. 





L6—Home Office position desired, preferably no traveling, in any 
territory; moderate salary; age 45, married, has been secretary and 
manager of several smaller companies now merged; former lawyer; 
good references. 

L7—Position wanted as agency director of small company or as- 
sistant’s vlace with larger institution, with good possibilities for ad- 
vancement; presently employed as manager earning $5,000; age 45-50, 
married, very good references. 





L9—As insurance manager for corporation or trust company in 
northeast territory; held such a position with large firearms company 
now out of business ; no objection to travelling; college (Yale-Shefheld 
Scientific) graduate; age 44, one dependent, not married; salary desired 
$3,600-$5,000; very good references. 





L10—Cashier, general office work, life office manager; similar position 
for four years with life agency, let out by merger; prefers position in 
Kansas; College education, age 27, not married, very good references. 


Li1—Home “Office position wanted; twenty years varied executive 
experience; age 47; married; thoroughly understands operation of all 
departments excepting the Investment and Actuarial; would make an 
excellent Secretary or Assistant Secretary; very good references. 





L12—Agency secretary, assistant to president, or other similar home 
office position; well qualified in home office routine; prefers south; 
salary about $5,000; age 56, married, very good references 





L13—Field Supervisor or Agency manager with eleven years experi- 
ence; six of which have been devoted to organization work; desires 
position with better company; age thirty-eight; good connections and 
good references. Prefers to remain in Tennessee or any southern terri- 
tory. Not adverse to traveling. 


L14—Cashier or assistant cashier life agency; no choice of territory; 
now located Tennessee; did well as cashier, not so well as salesman 
outside insurance business; wants to stop traveling; twelve years’ life 
insurance experience; age 43; three children. 





L15—C. L. U., age 30, married, university graduate, 9 years general 
business experience, 5 years life insurance selling; wants opportunity 
to expand into work of executive nature in Home Office or large 
agency; moderate salary; very good references. 


L16—Successful general agent, now state manager, desires connec- 
tion with home office agency department of a strong, old, eastern com- 
pany; age 40, married; satisfactory reasons for desiring change; now 
located in east. 





L17—Position wanted in Home Office by former Branch Office 
Cashier several large companies: Accountant and Office Manager three 
smal! companies and lately Auditor of small company rated “Excellent” 
by us. Is widower with two children and mother. Presently located 
in Middle West; has no objection to travelling; salary open. Good 
references. 





LIFE OFFICE MANAGEMENT ASSOCIATION 
The Ninth Annual Conference of the Life Office 
Management Association was held at the Benjamin 
Franklin Hotel, Philadelphia, Pa., September 26, 27 
and 28, 1932. F. L. Rowland of the Lincoln National 
Life was Chairman of the Program Committee and 
Leonard C. Ashton of the Provident Mutual Life, was 
Chairman of the Committee on Arrangements. 


INTERNATIONAL ASSOCIATION OF 
INSURANCE COUNSEL 

At the sixth annual convention of the International Associa- 
tion of Insurance Counsel held at White Sulphur Springs, 
West Virginia, September 8, 9 and 10, Mr. George W. Yancey 
of Birmingham, Alabama, was elected President to succeed 
Mr. Edwin A. Jones of New York City. 

The other officers elected at the closing session on Saturday 
were: 

Vice-Presidents: Oliver R. Beckwith of Hartford, Conn.; 
Wayne Ely of St. Louis, Missouri; F. Winfield Hackett of 
Montreal, Canada; Beverly R. Jouett of Winchester; D. E. 
Moore of Los Angeles, California and William A. Porteous, 
Jr., of New Orleans, Louisiana, 

Mr. John A. Millener of Rochester, N. Y. was again re- 
elected Secretary and Treasurer, and Mr. John C. McKay of 
Miami, Florida, and Mr. John F. Ward of Columbus, Ohio, 
were elected to the Executive Committee. 

A very interesting action taken by the Convention was the 
creation of a Central Legislative Committee of three members 
with instructions to appoint a local committee in every State 
to keep in close touch with all legislations effecting the insur- 
ance business and the Insurance Companies. 

Many interesting addresses and papers were read at the 
Convention bearing on the insurance industry as a whole, clari- 
fying important legal viewpoints and decisions effecting the 
insurance business. 


“PROVIDENT POLICY OWNER” LAUNCHED 


The Provident Mutual has joined the list of companies pub- 
lishing a regular house organ for the policyholders, in the 
above publication, first copy of which has recently been dis- 
tributed. The magazine is edited by Mr. C. Sumner Davis of 
the Agency Department and has met with a fine reception 
from the policy holders themselves. 








L18—College graduate, age 31, six years’ insurance experience cover- 
ing field work, policy issue and renewal department accounting and 
underwriting; desires Home Office position. Has been Special Agent 
for large company and Office Manager and Underwriter in last posi- 
tion with small company. Prefers underwriting work. Good references. 





L19—Position as executive or junior executive wanted with life 
company, preferably in West or South; no objection to travelling. Age 
38; married; three children. During last eleven years has been Auditor, 
Assistant Secretary and Secretary of comparatively small Middle West- 
ern company. Salary desired $3,000 to $5,000. Good character references. 





L20—Position as insurance adjuster or in claim department wanted. 
High School and College graduate in law, admitted to practice law 
in state of Tennessee and also in Federal Courts; age 25; married. 





L21—Insurance advertising man who should prove valuable addition 
to some company’s staff seeks new connection. He can be used in 
agency development or any special capacity because of knowledge of 
agents and their viewpoint, education, sales experience within and with- 
out insurance, ability to make a speech and travel among agents. Good 
correspondent. Prefers New York but will leave for good opportunity, 





L22—Claim manager or assistant; salary about $3,000; prefers eastern 
seaboard but will go anywhere; age 31, married, no children, Michigan 
graduate; good references. 





L23—Home Office position, preferably actuarial or conservation, age 
34, single, five years of home office experience with two middle west 
companies, last as assistant actuary; released because of retrenchment 
program; moderate salary; very good references. 






‘ 





~ 
~ 
xs 


\| 


Mi 


wr 
me 
pa 


th 


fo 


th 


932 


YN 
ice 
1in 
27 
nal 
nd 


vas 


jis- 
ion 


rer- 
and 
ent 
»si- 
es. 


life 
\ge 


age 
est 
ent 





October 1, 1932 


BEST’S INSURANCE NEWS (Life Edition) 889 














REPORTS UPON COMPANIES AND ASSOCIATIONS 








AMERICAN TEMPERANCE LIFE INSURANCE CO., 
WASHINGTON, D. C. 


Merged With Equitable Life & Casualty Insurance Company 


This company, which had not completed its organization and 
wrote only a nominal amount of insurance on its stockholders, 
merged its business with the Equitable Life & Casualty Com- 
pany of Louisville, Ky. a short time ago. 


BANNER LIFE & ACCIDENT ASSOCIATION, 
ST. LOUIS, MO. 


License Cancelled 


The license of this assessment association was cancelled by 
the Missouri Insurance Department on August 10, 1932 


BENEFICIAL LIFE INSURANCE COMPANY, 
SALT LAKE CITY, UTAH 


Report of Examination Generally Favorable 


The Beneficial Life was examined (Convention) as of December 
31, 1931 by the states of Idaho, Utah and Wyoming with official 
representation and by the states of Arizona, Nevada and Cali- 
fornia without official representation. The report filed by the 
examiners was in general favorable to the company and we are 
reproducing hereafter certain parts of the report dealing with 
the company’s assets. The income and disbursement accounts 
of the company as filed and published by us in our 1932 Life 
volume were verified but the assets were reduced to $10,338,872 
from $10,350,666. Through slight adjustments in the assets and 
liabilities the unassigned surplus fund of the company was re- 
duced from $750,000 to $723,584 although the following special 
surplus reserves set up by the company were unchanged by 
the examiners; contingency reserve for bonds, $50,000; contin- 
gency reserve for mortality, $50,000; contingency reserve for 
real estate, $90,000. 


Extracts—Examiners Comments 
Assets 
Real Estate Owned and Unsold 


Book Value, $588,677.78 

“The Real Estate Owned and Unsold consists of 1/3 equity of 
property in Salt Lake City, Utah, purchased for Home Office 
Building Site in 1920 and valued at $183,333.33 and 57 other 
properties acquired primarily through foreclosure of mortgage 
loans, such properties being classed and located as per table 
herewith submitted. 


Book 

Farms Bus. Res. Totals Values 
ee ee 10 4 8 22 $274,654.10 
EO wérescess 30 1 5 31 201,345.07 
Wyoming ..... 1 ‘ 2 3 90,711.08 
California ..... : 1 “ 1 10,889.38 
ee 1 ; = 1 2,078.15 
TOUS ..20 42 6 10 58 $588,677.78 


Home Office Building Site, $183,333.33 

“The history of the acquisition of this building site (being 
the Southeast Corner of First South and Main Streets, Salt Lake 
City and consisting of 1/3 interest in such building site repre- 
sented by frontage of 15843 feet on First South Street and 
109.47 feet on Main Street) has been recited in detail in previous 
convention examination reports of 1925 and 1928. The status 
of this Real Estate holding is the same as at the time of pur- 
chase as no appreciation or depreciation has been set up upon 
books of company. The buildings on this site are of doubt- 
ful value. However, some revenue has accrued to company from 
rental as indicated herewith. 


Net Income 1928, $8,148.79 
Net Income 1929, 9,405.06 
Net Income 1930, 6,188.39 
Net Income 1931, 5,097.81 


“Several appraisals have been made at different times to justify 
the values at which this property is being carried all of which 
have more or less justified the retention of the total valuation 
as above indicated. Your examiners informally consulted a rep- 
utable real estate appraiser and were informed that invariably 
the history of real estate sales on Main Street frontage have 
been made at a greater per front foot value than was repre- 
sented by expert appraisals or assessed valuations. 


“Your examiners procured assessment figures from the County 
Assessor of Salt Lake County covering the valuation as of Janu- 
ary Ist, 1932 which were given as follows: 


Based upon 70% ratio: 


RD TI nah ciineciessince $355,530.00 
DIRQUOVORIORED® scasiccsctecscs 36,450.00 
DO O GOO OF .nckcddnctssevens $391,980.00 


“This above total amount figured at 70% basis of total value 
would place this property at a total of $559,970.00 which at 
1/3 interest of owner to the Beneficial Life Insurance Company 
will total $186,653.00 which being an approximate valuation of 
70% would justify the retention of the valuation of this prop- 
erty as reflected in the records of the company as of December 
31, 1931. 


“Apart from the diminishing returns of this property from 
rentals as apportioned to the Beneficial Life Insurance Company 
as reflected below, it is the opinion of your examiners that be- 
eause of the length of time this property has been held over 
the statutory limitations with no apparent intention of erecting 
an office building in the near future, that the company be required 
to dispose of this building site at the earliest possible opportunity. 


Income from Rentals (Office Building Site) 


Year 1928 $8,148.79 4.45% 
Year 1929 9,405.06 5.13% 
Year 1930 6,188.39 3.37% 
Year 1931 5,097.81 > SUC; 


Jan. 1-April 30, 19382 1,313.29 basis of 2.406< 


“The Real Estate owned as of December 31, 1931, totals as 
above indicated $588,677.78 carried as ‘Book Value’ from which 
has been deducted through Non-Admitted Assets, an amount 
of $72,782.42 to show the estimated Market Value of all Real 
ite Owned as of December 31, 1931 in the amount of $515,- 
, The taxes and expense advances on practically all the 
properties owned, more than offset the revenues or rental collec- 
tions and for the year 1931 reflects a loss of ‘Income’ over ‘Ex- 
penses’ to the total of $19,704.23. 






“The Real Estate Department have listed several of these 
properties in an endeavor to make sales and have made new 
contracts of sale since January Ist, 1932 to date of examination 
to a total of $63,496.69. All such sales have vindicated the Market 
Value appraisals because such sales have been made at or above 
the appraisals as of December 31, 1931, such appraisals being 
made by a committee composed of Messrs. Ralphs, Cannon, 
Stohl and Watkins of the company. 


“The operation of farm properties is necessarily expensive 
during the present and past depressed economic conditions but 
such expense and tax advances have not been made except as 
to maintain and improve such properties so as to make them 
productive and saleable in the future. 


“Real Estate Owned totals as of December 3lst in the respective 





years are as follows: 
Continued on next page 
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Stewardship 


Tre Mutual Benefit is justly proud of its 

record of stewardship, for funds entrusted 
to its care have been conserved and wisely 
increased. Neither war, nor plague nor 
panic has prevented the performance of its 
contracts. And in that constancy there is 
confidence that members of the Company 
will continue to find safety in Mutual Bene- 
fit protection. New Policies being issued 
daily are contractual obligations and will 
further demonstrate the unchanging char- 
acter of Mutual Benefit security . . . the 
first law of a life insurance company is 
security. 


Fr 


The MUTUAL BENEFIT 


LIFE INSURANCE COMPANY 


Newark, New Jersey 

















Rockford Life Has a 
Message for You 


IT CONCERNS CONTRACT 
DIRECT WITH THE 
COMPANY 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois 


Dear Sir: 
Send ALe The Message 


Name 
Address 


City State 























BENEFICIAL LIFE INSURANCE COMPANY—Continued 


ME 3 cd cud tue etnies tae dea viecs $589,791.46 
PE ois cis Sy St wats a RWG ore /a abana 546,150.20 
Me Sccdacahoe awh besasekeene 667,044.80 
ED -lies tiacak ate aan ones 588,677.78 


Properties Held Beyond Statutory Limitation of Five Years 


“Real estate properties owned and designated as numbers 
37, 42, 47, 61, 121, 158, 235 all situated in the State of Idaho, and 
number 233 situated in State of Utah to the aggregate book value 
of $56,741.03 represents the parcels of property owned which 
have been held beyond the statutory five year limit allowed for 
disposal. Recommendation is therefore made that certificates 
be obtained from Insurance Departments for time extension to 
carry these properties. (Parcels No. 61 and 233 have been sold 
under contract since January Ist, 1982.) 

“Aside from the Home Office Site above referred to there are 
two properties owned by the company which will admit of some 
comment, designated as R.E.O. No. B-111 of Merrill Nibley prop 
erty in Bonneville County, Idaho, and B-173 representing ranch 
and city lots in Wyoming. 

“B-111. Consists of 880 acres acquired by foreclosure in 1928 
and was taken in at $36,823.58 at which figure it is carried as 
Book Value as of December 31, 1931. However, the cost to De 
cember 31, 1931 totals $52,316.95, the difference in the two amounts 
totalling $15,493.37 being deemed as necessary expenditures on 
this property during 1931 to restore pumping plants, irrigation 
canals, etc. so that productive leases might be consummated. 
There is at the time of examination one tenant on 240 acres and 
three tenants on the remaining 640 acres and it is estimated 
by company officials that no further advances will be necessary 
on this property and it is anticipated that revenues will accrue 
to justify past expenditures as the property is now in condition 
for selling purposes without loss to the company, the appraised 
value being given as $132,000.00. 





‘B-173. Represents five city dwellings and one apartment house 
in Evanston, Wyoming and one ranch (known as Fairview Ranch) 
located in Wyoming which is the major portion of properties 
acquired by trade agreement with the Fort Bridger Land and 
Water Company of Wyoming, (the history of which company 
was fully written in examination report of June 1928). 

“It is very apparent that under conditions obtaining at pres 
ent as concerns ranch land holdings, that had the company held 
this ranch property, that an expenditure of approximately $250,- 
000.00 would have become necessary to perfect water rights and 
to construct distribution canals and laterals with title only 
held in ‘flood water rights.’ The beneficial results of such ex 
penditure would have been very doubtful except as coloniza 
tion of this tract could have been perfected. The other alterna 
tive was to trade the property or suffer considerable loss by total 
writeoff and abandonment. The company went to some expense 
to obtain expert opinion as to the policy to pursue, the result 
of which was the acquiring by trade of 17 parcels of improved 
property in Evanston, Wyoming, and two ranches situated in 
Wyoming, all of which have been advantageously disposed of 
except the dwellings and ranches above referred to, as of De 
cember 31, 1931. (The Fairview Ranch has been sold on con 
tract for $55,000.00 since January Ist, 1932). 

“The amount of $72,782.42 deducted through Assets Not Ad 
mitted of ‘Book Value over Market Value’ was allowed as per 
report of December 31, 1931. The depreciation from Book to 
Market Values as represented by this deduction was considered 
adequate through checking of sales of some of these properties 
during the progress of this examination, such sales being equal 
to or in excess of Market Values set up in Schedule A, Part I 
of 1931 Annual Statement. 


Contracts of Sale 


Book Balances, $752,960.50 


“There are 170 Contracts of Sale of properties acquired by 
mortgage foreclosures on loans made, or by trade agreements, 
ete. As of December 31, 1931 the unpaid balance on these con 
tracts totals $752,960.50. This figure represents an increase of 
95 contracts over the number at date of last examination and 
an inerease of $368,616.05 over the total of Sales Contracts as 
of December 31, 1928, 
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“The method of reflecting balances to ‘Book Value’ on R. E. 
Contracts of Sale admits of some comment. Previous examina- 
tions have alluded to a practice of taking and setting up a 
profit on R, E, Sales after such contract was 25% paid out. 
The present policy of the company is to write down and carry 
as Asset to R. E. Sales only an amount reflecting a difference 
of ‘Book Values’ as of December 31, 1931 and ‘Book Balance’ 
carried as asset value of same date, the difference being a volun- 
tary but unrecorded surplus or profit, such profit not to be 
taken until such time as contract is fully paid out, as per 
example herewith. 


took Value December 31, 1931 .............. $7,130.87 
Voluntary estimated profit at maturity, ete. 3,249.15 
Book balance December 31, 1931 ........... $3,881.72 


“This method consistently followed on all such contracts re- 
sults in a voluntary reduction of approximately $100,000.00 in 
admitted assets covered by R. E. Sales contracts. This would 
seem to be a very conservative policy which, of course, reflects 
us a benefit to policyholders because under a 25% policy as 
above referred to this item of R. E. Sales under contract could 
justly be increased approximately $100,000.00. Difference which 
may be involved as between par values and book balance repre- 
sented by expense and maintenance items is absorbed through 
maintenance expense accounts. 

“Serious efforts are being made by the company to realize 
on contracts and extensions; resales and re-written contracts 
are numerous, made necessary by the depressed economic con- 
ditions under which the farmer has operated during the past 
few years. However, in fully 75% of farm loans where crops 
are promised for the year 1932, Crop Mortgages have been taken 
in a conscientious effort to collect on interest past due and as 
much on principal as possible. The company has been very 
liberal in its sales contract terms, as a result of which the 
general policy of the company is to dispose of farm properties 
on a 20 year basis, and city properties on a 10 year basis. Excep- 
tions to these terms are made in the interest of shorter time 
periods. 

“There is no doubt but that a number of contracts now carried 
will of necessity, revert to the Real Estate Account but the 
company is amply protected in any such reversion and deprecia- 
tion; (Ist) as outlined by example above, the total difference 
between ‘Book Balances’ on Real Estate Contracts totaling 
$752,960.50 and ‘Par Values’ on such Sales Contracts totaling 
4S represents a voluntary but unrecorded reserve of 
92.98 termed as ‘Reserve Profits’ which is the difference in 
asset value of R. E. Contracts of Sale that could be set up and 
the amount actually set up. As above outlined these Reserve 
Profits are not taken by the company until such time as contract 
is fully paid out. (2nd) There is set up in Reserves an item 
of $90,000.00 under title of ‘Other Investments’ which is a 
reserve amount applying in total to Real Estate Owned and 
Sold activities. 








Mortgage Loans 
Book Value, $3,004,927.84 

“Mortgage loans to the above indicated amount consist of 931 
loans. 

“The important legal documents in connection with the loans 
are kept in a folder which is spacious enough to allow all papers to 
be filed flat and which allows them to be withdrawn and inspected 
very easily. In connection with the examination each individual 
file was inspected and all Abstracts, Mortgage Notes, Crop Mort- 
gages, Title Certificates, Water Stocks, Fire Insurance Policies, 
Assigned Life Insurance Policies, Attorney Opinions, Appraiser 
Reports, ete. were individually examined and except where other- 
wise noted were found to be in order in such files, or otherwise 
accounted for during examination. 

“Mortgage loans by states and amounts were found to be as 
follows: 


i ere 768 loans $2,218,204.40 Farms ..... $484,768.08 
City & Bus.. 1,733,436.32 
Idaho .... 158 loans 533,472.81 Farms ..... 407,163.80 
City & Bus.. 126,009.01 
NES. © weeks 13 loans 180,962.35 City & Bus.. 180,962.35 


Continued on next page 








Peoples Life Insurance Company 


Frankfort, Indiana 





Reasons why it pays to connect with 
“The Friendly Company” 





A Legal Reserve Old Line Company 
Agents and Policyholders Service 
All Forms of Policies 

Family Income 

Annuities 

Endowments 

Preferred Risk 

Juvenile Policies 


RATING “A” (EXCELLENT) 





Opportunities in 


Indiana, Illinois, Ohio, Michigan, Tennessee, Arkansas, 
Iowa, Kentucky, Texas, and California. 
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Provident ‘Mutual 


g Life Insurance Company of Philadelphia 


cA COMPANY 
WHICH AAINTAINS 


Outstanding service and a low 
Net cost to policyholders. 


Active cooperation and sales 


help for agents. 


The unshaken confidence of the 


public as a whole. 


FOUNDED 1865 
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NORTHWESTERN 
LIFE INSURANCE COMPANY 
OMAHA, NEBRASKA 


Be 


A strong, progressive company, offering 
real opportunity to men who are capable 
of developing General Agencies. 


Be 


EXCELLENT TERRITORY AVAILABLE IN 
NEBRASKA, COLORADO, WYOMING, SOUTH DAKOTA 
IOWA, KANSAS AND MISSOURI 


Be 


For full particulars regarding our agency 
plan wr:.te to 


THOS. F. BOURKE, VICE PRESIDENT 


AND SUPERINTENDENT OF AGENCIES 


oe 

















; And NOW—Monthly 


Premiums! 


Agents, profiting by the excep- 
tional money making opportunity 
of our Golden Rule Contract, now 
may place Monthly Premium Poli- 
cies, as well as those on the Annual, 
Semiannual or Quarterly basis. 


A Monthly Premium Deposit- 
ing Plan is certain to be popular in 
times like these. 


COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 
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BENEFICIAL LIFE INSURANCE COMPANY—Continued 


Arizona ... 4 loans 22,823.35 a 20,366.33 
City & Bus.. 2,457.02 
Canada .... 1 loan 3,087.21 Pee. vcave 3,087.21 
N. Mexico.. 1 loan 7,179.18 Co ae 18 
WOR. (nseas 6 loans 39,248.54 i ee .72 
City & Bus.. Ry 





Totals .... 931 $3,004,927.84 $3,004,927.8 


“The past due interest on mortgages as of December 31, 1931, 
totals $29,243.55 and the accrued interest totals $37,314.15. The 
aggregate of past due interest items is made up of numerous 
relatively small amounts which are deemed as collectible and 
amply secured through Water Stocks, Life Insurance Assign- 
ments, Crop Mortgages, etc. over and above the Real Estate 
Security. 

“The loans carrying past due interest amounts in excess of 
$1,000.00 as of December 31, 1931, are submitted as follows: 


Loan 757 Interest past due $1,032.64 (in process of foreclosure) 

Loan 1448 Interest past due $1,369.44 (Rachel Clark) 1932 crop 
mortgage 

Loan 2086 Interest past due $1,287.90 (Edward Lunt) Arizona 
Farm land 

Loan 2304 Interest past due $1,468.29 (Bramwell) Ogden City 
resential 

Loan 2307 Interest past due $1,181.45 (Bramwell) Ogden City 

residential 


Mortgage Loan Comments 


“The administration of the Mortgage Loan Department shows 
a close follow up policy on all past due obligations, such policy 
resulting in the securing of crop and chattel mortgages on cur- 
rent year crops, ete. to secure such interest balances past due. 
The files carry a considerable number of such mortgages matur- 
ing in the year 1932. No attempt was made to extend the scope 
of the examination of mortgage loans beyond December 31, 1931 
except as to refer to actions taken on loans which would prove 
enlightening as to policy of administrating such loans. 


“No attempt was made by your examiners to determine the 
proportion or ratio of mortgage loans which carry assigned 
life insurance policies (issued at time of loan) as additional 
security or collateral to such loan. It is our opinion that fully 
75% of such loans are so secured, running concurrently with 
loan date. This practice has been fully discussed in previous 
convention examinations and in a considerable number of in- 
stances, unpaid premiums on such life policies are being ad- 
vanced and charged back to the principal of mortgage loans. 
During the scope of this examination the commission on such 
life insurance written is credited to the company where loans 
have originated through the ‘Home Office.’ However, commis- 
sions are paid on such life insurance where such insurance 
originates in connection with a mortgage loan through estab- 
lished agent or agencies. The regular Installment Mortgage 
Loan and Note form is printed to include the issuance of life 
insurance and the assignment of same to Beneficial Life Insur- 
ance Company as collateral security. 

“Taxes: on property covered by mortgage loans are efficiently 
controlled by separate file carrying card showing date to which 
taxes are paid. Our analysis disclosed that in no instance have 
unpaid taxes been allowed to run beyond the statutory four 
year period which would throw such property into County Tax 
Sale, and in the few cases where this danger has arisen the 
company has advanced such taxes and charged same back to 
loans. Detailed analysis made by your examiners reveals that 
fully 99% of loans show taxes paid for 1930 and 1931. 


“U.I. Loan No. 16 to the amount of $1,705.99 is the remaining 
loan of a large group of loans purchased at a discount from 
the Utah-Idaho Sugar Company in 1921. All the loans except 
the one herewith listed have paid out. These loans were all 
closed to show a profit to the Beneficial Life Company due to 
the low price below principal due at which such loans were 
purchased. 


“Below is shown the totals of mortgage loans outstanding 
as of December 31st in the respective years: 
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ee er oe badees - $3,415,691.91 Dr. A. J. Robinson has been Assistant Medical Director of the 
TD:  ‘¢spaeeneoseae cpseaeeee se 3,490,273.19 Connecticut General since 1925. He was born in Ontario and 
ME 466uabndeeedosasesedeens 3,115,717.39 was graduated from the University of Toronto, Faculty of Medi- 
DG. ~ atdeneeneesaes Secsccoccece 3,004,927.84 


“Corrections of minor character discovered during detail ex- 
amination of legal papers, etc. were referred to department 
officers and were duly corrected to the satisfaction of your 
examiners. 


Conclusion 


“As a result of this examination your examiners believe that 
the Beneficial Life Insurance Company is sound financially; that 
it has adequate capital and surplus for the protection of its 
policyholders and is competently and conservatively managed.” 


CONNECTICUT GENERAL LIFE INSURANCE CO., 
HARTFORD, CONN. 


Wilde and Robinson Advanced 


At a meeting of the directors of the Connecticut General Life 
on September 16, Frazar B. Wilde was elected Vice President 
and Dr. A. J. Robinson, Medical Director. Mr. Wilde will con- 
tinue to hold his former office of Secretary of the Company. 


Mr. Wilde has been with the Company since 1914. In 1916 
he spent six months on the Mexican border with Hartford Troop 
B. During the summer of 1917 he was at Plattsburg. In 1918 
he went to France as first lieutenant in the 30lst Regiment 
Field Artillery Division. On returning to the Company, he served 
first as traveling auditor, then in the Claim Department, of 
which he was elected: manager in 1924. He was elected Secretary 
of the Accident Department in 1925, and of the Company in 
1927. In February 1932 he was placed in charge of the Agency 
Department. Mr. Wilde was born in Boston, came to Hartford 
with his parents in 1905, and went to school in Hartford. He 
is a member of the finance committee of the Town of West Hart- 
ford, and of the Hartford Golf Club. 





cine in 1923. In the same year he was licensed by the College 
of Physicians and Surgeons of Canada. He did post-graduate 
work in the Toronto General Hospital and later engaged in 
private practice in Toronto. He is a member of the Alpha Omega 
Alpha Honorary Medical Fraternity, the Hartford Medical Society, 
and the University Club of Hartford. 


Another New York Office 


As part of its program of expansion for more complete repre- 
sentation in metropolitan territory the Connecticut General is 
establishing a branch office in New York City in addition to 
its present office there. Thomas G. Murrell has been appointed 
manager. 


Mr. Murrell was born in Bedford County, Va., in 1899. Upon 
graduation from high school in Lynchburg, Va., he received 
an appointment to Annapolis. During the war he served at 
Annapolis and with the Atlantic Fleet. Graduating from Annapolis 
in 1920 he spent five years in the navy, was aide to the director 
general of the American Red Cross Relief during the Japanese 
earthquake in 1923 and was awarded the Mindinao-Sulu medal 
for service in the Philippine insurrection. Securing leave of 
absence from the navy in 1925 to try his hand at commercial 
work he became field assistant with the Travelers at Baltimore, 
where during his first ten weeks he averaged 33 calls a day 
cold canvass and wrote $7,900 in premiums. Later he served 
in a managerial capacity at Hartford, Waterbury, Boston and 
New Haven. Since 1929 Mr. Murrell has been manager of the 
life department for Fred S. James, prominent brokerage house 
in Chicago. He is a member of the national chapter of chartered 
Life Underwriters, was director of the Chicago Association of 
Life Underwriters, first president of the Chicago chapter of 
Chartered Life Underwriters, and has taken a prominent part 
in C. L. U. educational work, having organized and conducted 
classes of Chicago candidates for the degree. Mr. Murrell is 
married and has one child. 





SPECIALISTS — INSURANCE PROFESSIONS 
ACTUARIES 





INDIANA 


NEW YORK 





DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 NorTH LA SALLE STREET 
CHICAGO, ILL. 


TELEPHONE, STATE 7296 





Kansas City 


HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
Frank J. Haight, President 


INDIANAPOLIS 


Miles M. Dawson & Son, Inc. 
Consulting Actuaries 
Auditors and Accountants 
500 Fifth Avenue 


NEW YORK CITY :-: N. Y. 


OMAHA 











J. Charles Seitz, F.A.1.A. Consulting Actuary 


Author “A System and Accounting for a 


MISSOURI 








Life Insurance Company.” 
Attention to 
Legal Reserve, Fraternal and Assessment 
A my yy 
North La Salle Street 


Phone Franklin 6559 Chicago 


REINSURANCE UNDERWRITER 











ALEXANDER C. GOOD 


CONSULTING ACTUARY 
615 CENTRAL TRUST BLDG. 
JEFFERSON CITY, MO. 


FACKLER & BREIBY 
CONSULTING ACTUARIES 
25 Church Street 


New York City 33 N. Y. 














STOKER 


RE-INSURANCE UNDERWRITER 
2111 Daily News Building Chicago 

















Woodward, Fondiller and Ryan 


Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 
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A SEAT at the 
COUNCIL TABLE 


Because all of its Officers are field-minded and 
many have had years of field experience, the best 
interests of Tollica’s underwriters are always to the 


fore. 


Sound business principles 
! . . 
+ Continuity of management 


+ A full understanding of the Agent’s 
problems 


-+- The realization that the man in the field is 
a vital factor 


= Successful and permanent connections 


Op fone leres 


/nsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 





operates in the following states: 


California Ohio 

Illinois Oregon 

Iowa South Dakota 
Michigan Texas 
Minnesota Washington 


Wisconsin 
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THE CONNECTICUT MUTUAL LIFE INSURANCE CO., 
HARTFORD, CONN. 
Shows Increase in New Business 








} 

An inerease of $1,436,598 in business issued during August, soa Source of Comfort 
us compared with August, 1931, is reported by H. M. Holderness, 
Vice President in Charge of Agencies for The Connecticut Mutual $8 
Life. During August, 1932, this Company issued $10,646,811 of through the Y ears 
life insurance; for August, 1931, the figure is $9,210,213, an 
increase of 15.6 per cent. o 

Following the reported increase in issued business for the The Record of a Small Policy 
month of August, The Connecticut Mutual Life reports an in- 
crease in paid-for business of 8%. In August, 1931, the Com- 
pany paid for $7,235,166 and in August of this year $7,811,322 ° i . 
was paid for, or an increase of $576,156. The following letter from a Wisconsin clergy- 


man illustrates strikingly how even a small 


life policy kept in force may be the chief or 


EQUITABLE LIFE & CASUALTY INSURANCE CO., sole means to security and peace in the later 
LOUISVILLE, KY. “os 
Officers and Directors sais of life 


We are just in receipt of an up-to-date list of the officers 


“My mind goes back across the years, to 
and directors of this company, as follows: 


an afternoon in North Dakota, when a rep- 
Officers resentative of the New York Life came to 

James R. Duffin (former president Inter-Southern Life), Presi- my home and urged me to take out some 
dent; Charles H. Morris, Secretary; W. D. Winkler, Treasurer. Life Insurance. I believed in insurance but 


was too poor to make a start. I was so short 


Directors : 
James R. Duffin, Chas. H. Morris, W. D. Winkler, L. H. of money that the agent had to lend me the 
Harlan, J. P. Haswell, H. H. Ellis, W. P. Bannon, Ed. Bowne, money for my first premium. My only regret 
Frank Buerck, C. R. Mann, B. G. Edsall, Fred Locher, J. E. 


is that I did not let him make it three thou- 
sand instead of one, as he wanted to do. 





Claggett, W. S. Yazell, Samuel Clark. 


“It has been a source of comfort through 
FIDELITY MUTUAL LIFE INSURANCE COMPANY, the years, to have even so small an amount in 
PHILADELPHIA, PA. a safe place. Now we are no longer young, and 
C. M. Hansicher Dies have decided to buy a little home. This means 
Clayton M, Hunsicker, of Philadelphia, widely known through- that we need the small savings the New 


out the country as a leading producer of the Fidelity Mutual York Life has been keeping for us these many 
Life Insurance Company, died at his home on September 2nd 





” 
after a long illness and within a few days of the opening of yo es 
the convention of his company's field forces at Hot Springs, Va. - 
More than a year ago Mr. Hunsicker was critically ill, but al- 
though then more than seventy years of age, recovered suf- This is a $1,000 20 Payment Life 
ficiently to resume the work to which he had devoted his life. x ‘ . 
It was not long. however, before ill health again overtook him policy issued at age 35. Total premiums 


and he suffered for many months before his death. He was paid—$766.80. Present cash value, in- 
seventy-two years of age on March 25 last and in October would ° Be ~ 
have completed his fifty-first year as a life insurance man. | cluding dividend deposits amounts to 
He was a life insurance man, born and bred. His father was | $1,146.21. Through all these years 
| 
| 


a life insurance man, and when Clayton was graduated from the beneficiary has been protected for 
the old Central High School of Philadelphia in his sixteenth 
year—in Centennial Year, by the way—-he began preparing him- $1,000. 
self to carry on the family tradition. At twenty-one he sallied 
out with his first rate book and he never laid it down till illness A life or endowment policy (but not term 
forced him to the room in which he died. . : . ° 
Sebi insurance) is an Insured Savings Plan with 
guaranteed values for Retirement. 
GREAT-WEST LIFE ASSURANCE COMPANY, 
WINNIPEG, CANADA 


New Retirement Annuity 


A new Retirement Annuity issued in units calling for a 
minimum Annual Premium of $50.00 either on the participating 
or non-participating plan, with cash values available after one 
full premium or its equivalent has been paid, has just been 
made available to the ageney force by The Great-West Life. 
The flexability of the contract is one of the outstanding features, 
two distinct plans having been drawn up, one a Life Annuity, 
wherein the Annuity payments cease on the death of the annui- 
tant and the other a Refund Annuity, wherein should the total 
payments at death be less than the cash surrender value of 
the policy at the time the annuity payments begin, the annuity 
payments will be continued to the annuitant’s beneficiary until 
3 such time as the total annuity payments become equal to such 
a q cash surrender value. The Annuity must commence on a policy 


New York Life 
Insurance Company 
51 Madison Avenue, 
New York, N. Y. 
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“Independence” 


Wm. A. Law, President of this Company, made this 
comment in an address entitled “Independence,” de- 
livered at our recent annual convention at White 
Sulphur Springs :— 


“If our people during this difficult period learn and 
practice thoroughly the lessons of personal and official 
economy; if they realize a finer and truer sense of 
the relative values which life offers today,—self-reli- 
ance and resourceful self-help,—the enormous cost of 
this tragic era will not have been spent in vain. It is 
not too great a price to pay for the re-birth of personal 
independence. 


“An insurace contract can be made an instrument of 
inestimable value to the man who has determined to 
be independent.” 


Cenwe 


The Penn Mutual Life Insurance Co. 


WM. A. LAW, President 


Independence Square Philadelphia 





























As an investment, life in- 
surance fulfills two of the 
strongest human desires:— 
safety for the investment, 
and safety for the investor’s 
beneficiaries. 


Policy Contracts providing 
the two-fold advantages of 
investment safety and bene- 
ficiary protection are first 
features in the Franklin line. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 























GREAT-WEST LIFE ASSURANCE CO.—Continued 
anniversary date between age fifty and age seventy. Other 
provisions of importance in the contract are premium loans, 
paid-up policies, disability provisions, etc. 

Realizing the necessity of having its Agency Force thoroughly 
“Sold” on the Annuity Plan at the time when investors are 
becoming “Annuity Conscious’ a complete portfolio has been 
distributed to every agent. The portfolio is prefaced by a letter 
from the Assistant General Manager outlining the advantages 
of the plan and includes all the necessary material to assist 
the Company’s representatives in obtaining a favorable interview. 


HOME LIFE INSURANCE COMPANY OF AMERICA, 
PHILADELPHIA, PA. 


Report of Examination Reviewed 


This company was examined as of December 31, 1931 by the 
Insurance Departments of Delaware and Pennsylvania. The re- 
port was in general favorable to the company. The examiners 
changed somewhat the statement filed by the company and pub- 
lished by us in our 1932 Life volume. Assets were reduced to 
$12,529,678 and surplus to $454,135. The contingency reserve of 
$100,000 which the company had been carrying in its statement 
was used to absorb a mark-off in non-admitted assets of $100,000 
for deposits in closed banks. The company had been carrying 
this special reserve against this contingency. The income and 
disbursement accounts were unchanged by the examiners. Cer- 
tain of the examiners comments are reproduced hereafter as an 
explanation of the $100,000 item, and as a summary of the report. 


Certificate of Deposit, $160,000.00 

“This item is represented by a Certificate of Deposit in the 
Bankers Trust Company of Philadelphia. The original amount 
of this certificate was $200,000.00 and was so in December, 1930, 
when the affairs of this institution were taken over by the 
Banking Department of the Commonwealth of Pennsylvania. 
During the year 1931 two 10% dividends were paid by the 
liquidating agent of the Banking Department, reducing the 
amount of this item to $160,000.00. . 

“While the Banking Department will not officially state the 
probable amount of liquidating dividends to be paid, for the 
purpose of this Report, a reserve upon a 50% settlement is 
deemed adequate. Therefore, we have deducted under Assets 
Not Admitted the sum of $100,000.00. 

“The Company in the preparation of its Annual Statement, 
while not deducting anything under Assets Not Admitted for 
this item, were carrying under ‘Liabilities’ as a Reserve for 
Contingencies, an amount of $100,000.00. 


Payment of Claims 
“An examination of the Claim files indicates that the Com- 
pany is making every effort for a prompt settlement of its 
claims, with no attempt on its part to litigate or dispute any 
valid claim. 


General 
“The books and records of the Company appear to have been 


carefully and accurately kept, and the system now in vogue 
adequate to meet its requirements. 
“The active management is in the hands of capable parties 
who have been connected with the Company for many years. 
“The Company's plan of operation has been laid along con- 
structive and conservative lines, as is evidenced by its steady 
growth and condition.” 


ILLINOIS BANKERS LIFE ASSURANCE COMPANY, 
MONMOUTH, ILL. 


This company’s Gain and Loss exhibit, not received in time 
to appear in our Life Reports, is reproduced hereafter together 
with other ratios for our report. 


Gain and Loss Exhibit—December 31, 1931 


Mortality 
Interest 
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Lapses, surrenders, 

Investments 

Decrease in special funds 1,131,739.00 
All other items 154.00 


her 
ins, 


hly 
are 
een 
tter ¥ 
ges Loading $1,053,080.00 
sist Dividends apportioned to policyholders 1,046,300.00 
Investments 159,116.00 
Assets not admitted t 5,650.00 
Disability benefits 10,009.00 
DA, Double Indemnity benefits 14,962.00 

Old Age Disability Claims 218,127.00 

All other items 1,380.00 

Increase in surplus 108,337.00 


Total 


Losses 


ew. 


the 

re- 

ers Total $2,616,961.00 
ub- 

to tatio of Ist year commissions to new premiums 
of Net interest earned 

ent Mortality ratio 
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a INCOME LIFE INSURANCE COMPANY, 
‘aoa SAN FRANCISCO, CAL. 


Additional Information 





This company will pay all claims or maturities only on the 
monthly income plan. Policies are now being prepared and 
the company expects to apply for its license within a short time. 
F. W. Heron, President, was formerly an executive officer of 
the Fidelity Mutual Life Insurance Company of Philadelphia, 
being connected with that institution for about thirty years. 
The Vice President and Treasurer is former Insurance Com- 


missioner Charles R. Dietrick of California, who is also at the | qeagereecwen: one of those long, thrilling runs 


present time Deputy State Building & Loan Commissioner. The ° ° ° 
Medical Director is Dr. Charles T. Cutting. Edwin O. Edgerton, for a touchdown? The ball carrier slipping 


formerly President of the State Railroad Commission of Cali- through the line and down the field, with not a 
fornia and the East Bay Water Company, is a director of the 


company. hand laid on him all the way to the goal line. 


But do you remember, too, the teamwork 

INDIANA EQUITABLE LIFE INSURANCE COMPANY, a aveiaararaee hata cod po 
INDIANAPOLIS, IND. 4 

interference which blocked out the secondary 

and went on to bowl over the safety man. 

Teamwork at its best, wasn’t it? 


Merges With Equitable Life & Casualty 


This company, which had about $500,000 of insurance in force, 
was reinsured by the Equitable Life & Casualty Insurance Com- 
pany of Louisville, Ky. a short time ago. The Equitable took over It tak t k t 11 life i . 
only such assets as were necessary to cover the reserves. akes teamwork, too, to se ire insurance ; 
teamwork between the home office and its field 
representatives. In all their many activities, 
Central Life’s home office departments en- 
KANSAS LIFE INSURANCE COMPANY, deavor to open the way to success for its men 


TOPEKA, KANSAS and women who are its field representatives. 
Reinsured By Pyramid Life 


The Missouri Insurance Department, in a _ release covering 
insurance company developments in the state of Missouri for 
the month of August, indicated that this company has been 
reinsured by the Pyramid Life Insurance Company of Kansas 


City, Mo. effective August 15, 1932. Although the Insurance 
Commissioners of the State of Arkansas, Missouri and Oklahoma 
have approved the merger the Kansas Insurance Department “en rT. i e 
has indicated objections will be filed against the consolidation. 


We understand the deal was drawn up on an exchange of stock Ss 
basis. The Pyramid Life has ¢ Assurance ociety 


owned control of the Kansas 
Life for some time. Figures may be obtained from our Life 


Report. DES MOINES . IOWA 
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UPTURN 


=== Wholesale price index (Fisher) om am am @ Stock prices (Dept. of Commerce Figures) 
qummmmmmm Life Insurance Sales (Life Presidents’ Figares) 


Comes in Life Insurance 


When the public lost faith in the stock 
market NYNL was ready with investment 
forms of policies to take advantage of the 
public’s unusual interest in safety. 


NYNL 
agents had in their kits the best and most 
complete methods of presenting life insur- 
ance as the best depository for savings. The 
Company’s record proves that these helps 
have been effective. 

While, no doubt, the value of life insur- 
ance as an investment has been so thoroughly 
impressed on the public that policies empha- 
sizing the investment feature will continue to 
be much in demand, there are few who do not 
realize that, as always, with the return of 
confidence the public’s interest in securities 
will increase steadily. 


There is already evidence that the upturn 
has come in commodity and security prices. 
Late in June the seemingly endless sinking 
of the price indexes stopped. Since then, as 
shown in the chart above, the trend has been 
persistently upward. 

The curve of new life insurance sales has 
not yet turned upward, but when it does, 
NYNL anticipates that it will be marked by 
the increased sale of life insurance for the 
primary purpose of protection. For this its 
agents will be well equipped. As much pro- 
tection as possible for as little money as pos- 
sible will be the demand of life insurance 
purchasers. They will not be disappointed 
in the offering of NYNL agents. 


SOME NWYNL LOW COST POLICIES 


(Figures for Policies Issued at Age 35) 


Kind 


Whole Life Preferred Risk 


20 year surrendered net annual 


cost per $1,000—$0.15 


20 Payment Life Preferred Risk. . 
20 year surrendered net annual 


profit per $1,000—$6.55 


Annual 
Premium 
Per $1000 


$22.91 


Minimum 
Amount 


$10,000 


$5,000 $32.03 


47th Year 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsiocnt 


STRONG-> Minneapolis Minn. ~ LIBERAL 
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KENTUCKY HOME LIFE INSURANCE COMPANY, 
LOUISVILLE, KY. 
*Preliminary Statement of Condition As of August 8, 1932 
Assets 


Cash on hand or on deposit in solvent banks and 
trust companies $1,033,206.91 
Bonds 478,236.97 
Stocks 2,453,259.19 
Policy loans and premium notes 4,864,239.05 
Collateral loans 410,789.44 
Mortgage loans 1,324,467.92 
teal estate (less incumbrances) 2,255,399.21 
Net premiums uncollected and deferred 489,955.00 
Policy Liens 7,707,620.00 
Cash in closed banks (less reserve for estimated 
amount not recoverable) 112,617.37 
Interest and rents accrued and overdue 80,112.05 
Total Assets $21,209,903.11 
Current Liabilities 
Policy claims payable $522,872.78 
Policy claims reported and awaiting proof 202,999.27 
bills, notes, taxes, accounts, and commissions 
and unpaid 225,967.99 


Total Current Liabilities $951,840.04 


Reserve Liabilities 

Policy reserves 17,905,240.00 
Reserve for pension funds 201,430.23 
teserve for payments not yet due on insurance and 

disability contracts 443,610.47 
Policy claims unreported 30,000.00 
Reserve for coupons and dividends to policyholders 45,154.00 
Taxes accrued but not yet due 16,435.39 
Unearned interest, rents and premiums 211,916.23 
Contingency reserve for protection of Inter-Southern 

policyholders only 404,276.75 
Capital $500,000 and surplus $500,000 for protection 

of all policyholders 1,000,000.00 


Total Liabilities $21,209,903.11 


*As released by company. Bonds and stocks purchased with 
a portion of the new paid in capital and surplus are included 
at their market values as of August 1, 1932. Assets transferred 
from the Inter-Southern Life Insurance Company are included 
at appraised values as of April 16, 1932. 


THE MANHATTAN LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 


W.T. O’Donohue Resigns 


It is with regret that the Manhattan Life announces that since 
the early part of June Mr. O’Donohue has been away from 
the Office because of a general breakdown. Mr. O’Donohue'’s 
progress towards recovery is very slow and because of the fact 
that his return to active business is probably likely to be long 
delayed, he tendered his resignation as Director of Agencies, 
and the resignation has been accepted. Mr. Kohler has assumed 
active charge of all Agency operations and, in this work, he 
will be assisted by Mr. Paul E. Orr, whose appointment was 
recently announced. 


METROPOLITAN LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 
Rogers New Farm Loan Manager 


Glenn E. Rogers, farm mortgage specialist, has been appointed 
Manager of the Farm Loan Division of the Metropolitan Life 
Insurance Company, to succeed the late Frank L. Bashore, 


who died August 7. Since May, 1924, Mr. Rogers has _ beet. 
Assistant Manager of the Division. 


Atlantic Life,because of the 
many advantages afforded to its 
field representatives, is truly an 
“excellent” company with which 
to be associated. 

Those interested in learning 
more fully about the opportuni- 
ties offered through a career with 
Atlantic Life are cordially in- 
vited to write for a copy of our 
new booklet “Atlantic Advan- 
tages”. 

ATLANTIC LiFE INSURANCE COMPANY 
Richmond. Virginia 


Angus O. Swink Wm. H. Harrison 
President Vice-Pres. & Supt. of A gencses 
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The Follow-through 
In Estate Creating 


The effectiveness of the guarantee offered by 
personal insurance depends upon the method of 
distribution. 


A policy taken out to replace income should 
not be paid to the beneficiary in the form of 
capital. 


Settlement options, properly applied, provide 
for the scientific liquidation of the estate created 
by life insurance. 


Connecticut General 
Life Insurance Company 
Hartford, Conn. 

















STATE MUTUAL LIFE 
ASSURANCE COMPANY 


of 
WORCESTER, MASSACHUSETTS 





VISION 


For more than eighty-eight years, sagacious and con- 
servative management has piloted the State Mutual 
through the most perilous disturbances in the eco- 
nomic history of our country. Today, more than ever 
before, financial stability, pure mutuality and a back- 
ground rich in the experienees of other years are the 
basic principles upon which the State Mutual is 
building, in thoughtful anticipation of the dawn of 
the greatest ten years in its history of nearly a cen- 


tury of conservatively progressive life underwriting. 





Since 1844 
Financial Stability—Complete Protection 




















MIDLAND MUTUAL LIFE INSURANCE COMPANY, 
COLUMBUS, OHIO 
Correction Notice 


In our September 1 issue, in the Extract Table, we published 
the Surplus figure of this company as $486,101. This figure 
was furnished by the company but it now calls our attention 
to the fact that this item does not include the Unassigned Surplus 
in the amount of $927,807. In other words, the amount should 
be $1,413,907, including the $406,101 Special Funds and the regular 
$927,807 Unassigned Surplus of the company. 


MUTUAL BENEFIT LIFE INSURANCE COMPANY, 
; NEWARK, N. J. 
Proposal Involving Policies With Loans 


Under date of September 12, 1932 the Mutual Benefit issued 
the following memorandum concerning its future practice in 
handling policies with loans thereon: 

“The popular view of a policy loan is that it ‘increases the 
cost and decreases the amount of insurance,’ and that it is 
often to the interest of the policyholder to surrender a_ policy 
which is encumbered with a loan, and apply for a new policy. 
There is, however, a fundamental advantage in an old policy 
in that if it is heavily encumbered its value may be restored 
by paying off the loan or reducing it to relatively small pro- 
portions. Indeed, in so doing, the policyholder is making an 
attractive investment because he is relieving himself of an 
interest charge of 6% per annum on the amount so repaid, and 
is placing such funds where they can be secured at any time 
on demand. Moreover, he is paying a lower premium rate than 
he would pay upon a policy issued at his attained age on the 
same plan and for the same amount. 

“Since, however, many policyholders with relatively large loans 
outstanding consider that under present conditions the probability 
that they will be able to repay such loans, or reduce them 
materially within a reasonable time is slight, the Company is 
disposed to make the following proposal in the hope that it 
may lead to the conservation of insurance by making it easier 
for policyholders who are hampered by loans to continue their 
insurance. With the same net protection there will generally 
be a slightly smaller cash outlay. 

“In the case of policies which are five years old or more, and 
which are subject to an indebtedness of not less than 50% of 
the guaranteed cash surrender value, the Company is willing 
to reduce the amount of insurance in the ratio which the in- 
debtedness bears to the full cash surrender value. The Company 
will cancel the indebtedness and issue in exchange for the in- 
surance surrendered a policy for an amount not in excess of 
the amount at risk under the insurance surrendered. The pre- 
mium for such policy will be based upon the attained age of 
the insured. In either case the adjusted insurance must not 
be less than $500. A regular Part I will be necessary but as a 
rule a medical examination will not be required, except as here- 
inafter stated. 

“The following example will illustrate the operation of the 
plan: An Ordinary Life policy issued at age 35 for $10,000 is 
subject to an indebtedness including interest of $340.80, which 
is equal to 50% of the full cash surrender value at the end of 
the fifth year. The original policy will therefore be reduced 
to $5000. The amount at risk under the $5000 of insurance sur- 
rendered is $4659, and this will be the amount of the new 
policy to be issued at the attained age of the insured. He will 
then have free of indebtedness $5,000 of insurance, the premium for 
which will be at the original age, and $4659 of insurance, 
the premium for which will be at the attained age. The total 
amount of insurance will be $9659, which is practically equal to 
the amount insured under the original policy less the indebted- 
ness. 

“If the indebtedness be equal to the full cash surrender value, 
or if the reduced amount under the original policy would be 
less than $500, the entire amount of existing insurance would 
have to be surrendered, and the new policy would have to be 
for an amount not in excess of the amount at risk under the 
old policy. 

“The following comparisons relate to the examples set forth 
above upon the assumption that the policy was issued in 1927, 
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and is adjusted in 1932 at the end of the fifth policy year. 
“1. If the indebtedness be equal to 50% of the full cash sur- 
render value— 
“Annual net cost in current calendar year: 
Old Policy 
Annual premium 
Interest 


Dividend 
Net cost 


Annual net cost in next calendar year: 
Old Policy 
Annual premium $263.50 
Interest 19.29 


$282.79 
Dividend 


Net cost 


Old insurance for $5,000 continued and new policy for $4,659 
issued at age 40. 
Annual premium, old policy 
Dividend 


Net cost, old policy 
Annual premium, new policy 
Final dividend, insurance surrendered 36.00 


Net cost, new policy 


Total net cost $203.90 
Old insurance for $5,000 continued and new policy for $4,659 

issued at age 40. 

Annual premium, old policy 

Dividend 


Net cost, old policy 
Dividend 
Annual premium, new policy 


Net cost, new policy 

Total net cost $206.57 
* Dividend payable only if 2nd year’s premium on new policy 

is paid. 


2. If the indebtedness be equal to the full cash surrender 
value 
Annual net cost in current calendar year: 
Old Policy 
Annual premium $263.50 
Interest 38.58 
$302.08 
Continued on page 408 











BINDERS OF 
BEST’S INSURANCE GUIDE 
with KEY RATINGS 
1907—1932 


GEORGE McKIBBIN & SON 
‘Book Manufacturers 


87-34TH STREET BROOKLYN, N. Y. 
IN BUSINESS OVER FORTY YEARS 




















MORE AMMUNITION 


for our fieldmen. The Philadelphia Life 
Adjustment Policy has been built to fit 
present day conditions. 

It is a 1932 model—More Protection— 
Low Cost—Flexible—Permanent. 








General Agents wanted in Pennsylvania, New 
Jersey, Ohio, Indiana, and Michigan. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 








LIFE PLUS 


A unique plan of protection which pro- 
vides Life Insurance with Monthly Dis- 
ability Income on a more satisfactory scale 
than ever before devised. A plan originated 
to meet the situation resulting from neces- 
sary changes made by life insurance com- 
panies in the long popular Disability In- 
come feature. 


Write For Full Particulars 


PROVIDENT 
LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 
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National Life Insurance Co. of the U. S. of A. 
A. M. Johnson, Chairman of the Board 











EDUCATED DOLLARS 


In 1929 the dollar carelessly dissipated in many ways. The day of reckoning came. Sometimes it 
seemed that he had almost disappeared, but following the storm the dollar has reappeared. He is a 
changed person—wise and chastened. He spends but does not waste. When he is exchanged for some 
commodity or service we can be certain that the consideration is worth while. 


People are buying, but their awakened appreciation of the value of the dollar prompts them to make 
certain of the value of a transaction to them before the deal is closed and the dollar expended. Up-to- 
the-minute service—thoroughly modern improvements, these are the things the public not only recog- 
nizes but demands in exchange for the dollar today. 

Never in the history of life insurance were prospective purchasers more receptive and never were 
they more zealous in the discriminating selection of that best suited for their needs. National Life of 
the U. S. of A. representatives are equipped to render up-to-the-minute service and provided with a 
complete portfolio of modern policy contracts from which to choose. They have: 


New ANNIVERSARY RETIREMENT INCOME CONTRACT. 

Up-To-THE-MINUTE JUVENILE INSURANCE 

TERM EXPECTANCY 

MoopiFieD LIFE 

FaMILy INCOME POLIcyY 

ACCIDENT AND HEALTH IN COMBINATION WITH LIFE 

LIBERAL UNDERWRITING WITH NON-MEDICAL AND SUB-STANDARD 

New GUARANTEED Low Cost FuLL LEVEL PREMIUM POLICY CONTRACTS 

EXcCESs INTEREST PAYMENTS ON INCOME SETTLEMENTS AND FUNDS LEFT ON 
DEPOSIT 

PARTICIPATION ON FuLt LEvEL PREMIUM LIMITED PAYMENT POLICIES AFTER 
COMPLETION OF PREMIUM PAYING PERIOD 

PROMPT, EFFICIENT SERVICE TO REPRESENTATIVES, POLICYHOLDERS AND 
BENEFICIARIES 


ESTABLISHED 1868 


NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


Rosert D. Lay WaLTER E. WEBB 
President Executive Vice-President 


29 South La Salle Street, CHICAGO 
A FINE OLD COMPANY FOR AMBITIOUS YOUNG MEN 
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MUTUAL BENEFIT LIFE INSURANCE CO.—Continued 
Dividend 72.00 


Net cost $230.08 
calendar year: 
Old Policy 


Annual net cost in next 


$263.50 
38.58 


Annual premium 


Interest 
$302.08 
73.90 
$228.18 
New policy for $9,318 issued at age 40. 
Annual premium 
Final dividend on surrendered insurance 


$288.30 
72.00 
$216.30 
New age 40. 
Annual 
Dividend 


policy for $9,318 issued at 
premium $288.30 
*64.76 
$223.54 
2nd year’s premium on new policy 


Net cost 
* Dividend payable only if 


is paid. 


“In the above comparisons it is necessary to use the dividends 
according to the 1982 seale. If the dividend scale of 1932 shall 
continued, the actual net cost in 1933 will not be as 
shown above for the next calendar year. It is, however, to be 
borne in mind that any change in the dividend scale will affect, 
in varying degrees, the cost of carrying the original insurance 
as well as the adjusted insurance. 

“The amount at risk is the face 
rendered, the such 
which premiums are paid, 

“If insurance under the reduced policy or 
policy is not desired for an odd amount, any 
than the available maximum may be selected. 

“If the old policy is on the Ordinary (or Paid-up) Life plan, 
the new policy must be on the Ordinary Life plan. 

“If the old policy is on the Limited Payment Life plan, it 
must first be changed to the Ordinary Life plan as of original 
date for the same amount. Satisfactory evidence of insurability 
will be required. 

“If the old policy is on the Continuous Premium (or Paid-up) 
Endowment plan, the policy must be on the Continuous 
Premium Endowment maturing at the same time as the 
old policy. 

“If the old policy is on the Limited Payment Endowment plan 
it must first be changed to the Continuous Premium Endowment 
plan as of original date for the same amount, maturing at the 
same time as the original policy. Satisfactory evidence of insur- 
ability will be required, 

“Accelerative Endowment policies will be treated in all respects 
as Endowment policies maturing at the age at which the old 
policy is guaranteed to mature or at the nearest quinquennial 
age, 

“In the case of Limited Payment Life and Endowment policies 
changed to the Continuous Premium Life or Endowment plan, 
it is necessary to effect a change to the Continuous Premium 
plan if the policyholder’s present financial burden is to be 
relieved. The policyholder must be given to understand clearly 
that premiums will continye beyond the period during which 
they were payable on the old plan. 

“A new policy will not be issued which would mature in less 
than ten years from its date of issue, nor will new insurance 
be issued on the Term plan or if the insured has passed the 
insurable age of 70 years. 

“If the insured has the right to change the beneficiary under 
the old policy, and there is a named beneficiary, such right 
should be exercised, and the policy changed to the “Self” form. 
Otherwise unless the beneficiary under the old policy shall release 
her interest therein the beneficiary under the new policy must 
be the same as under the old policy, and the rights of the insured 


Continued on next page 
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DISTRICTS OPEN IN 


TEXAS 
LOUISIANA 
OKLAHOMA 
NEW MEXICO 


Join with a strong and friendly in- 
stitution whose policy contracts are 
fully protected — Low cost — profit- 
sharing and liberal. 


District and Local Agencies 
Available 


AMICABLE 


LIFE INSURANCE COMPANY 
of WACO, TEXAS 
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AMERICAN NATIONAL 
Insurare Compan 


GALVESTON, TEXAS 





Ordinary and Industrial Life 
Insurance 


Operating from coast 
to coast, the Gulf of 
Mexico to the Great 
Lakes, Cuba, Hawaii 
and Porto Rico. 





W. L. Moopy, Jr., 
President 
W. L. Moopy, III, 
Vice-President 


J. B. Mitts, 
Asst. Vice-President 


SHEARN Moopy, 
Vice-President 
FRANK B. MARKLE, 
Vice-President 
W. J. SHaw, 


Secretary 
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Boy’s PRotrecTIveE THRIFT CLuB No. 19, MONTGOMERY, ALA. 


LOOKING FORWARD 


Over 1,000 boys under 20 are members of 
Boy’s Protective Thrift Clubs. Forward look- 
ing Protective Life agents are profiting from 
these organizations. 


Six 


LiFe INSURANCE Q. 
- S. F. Clabaugh, President 
BIRMINGHAM, 











MUTUAL BENEFIT LIFE INSURANCE CO.—Continued 


under the new policy must be what they were under the old 
policy, If the beneficiary under the old policy be changed to 
“Self,” the application for the new policy may name a beneficiary 
and the insured may reserve any rights he may desire. 

“The substitution described herein cannot be made earlier than 
six months after the establishment of a loan on security of the 
old policy sufficiently large to justify such substitution. 

“The insured should not desire a substitution, and the Agent 
should not encourage it, in cases where it appears unlikely that 
the insured will be able to carry the policy for the immediate 
future without recourse to loans.” 


NEW YORK LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 
Applications for Loans Decrease 

Many signs indicate an improvement in general business con- 
ditions, according to a statement made yesterday by Mr. Thomas 
A. Buckner, President, New York Life Insurance Company. 

“One such sign,’ said Mr. Buckner, “is a decrease in the 
number of applications for policy loans and a substantial de- 
crease in the aggregate amount of loans applied for. Measured 
by the first six months of 1932 the cash outgo for policy loans 
made by the New York Life Insurance Company decreased dur- 
ing July and August, 21%. Measured by the peak month during 
the first six months of the year the cash loans made during 
July and August show a reduction of 30% in volume. 

“There has also been a substantial increase in the number of 
policy loans repaid in whole or in part,” declared Mr. Buckner. 

“This Company’s liquid cash position is strong,—in fact stronger 
than ever before in all its 87 years of operation. Assets have been 
steadily increased and the cash income has been sufficient at all 
times to meet all obligations, to make new investments of mil- 
lions of dollars and to have large bank balances on hand. During 
the first seven months of 1932 the Company’s new paid for busi- 
ness has averaged just under $2,000,000 for each working day. 

“The Company has not borrowed from the Reconstruction Fi- 
nance Corporation or from any other source, nor have we sold 
any securities for the purpose of raising funds. Our payments 





to policyholders during the first seven months amounted to $143,- 
850,794. 

“In no other year in its history has greater service been ren- 
dered to the more than two million policyholders constituting the 
Company.” 

Four Hundred Thousand Dollar Club 

The Four Hundred Thousand Dollar Club of the New York 
Life ended its sixth year with 113 members and a grand total 
of $48,768,950 of new paid-for insurance. This group paid for 
more insurance in the Club Year than any one of 222 legal re- 
serve life insurance companies in the United States in 1931. Abra- 
ham Seff is President of this Club Year. 


NORTHWESTERN MUTUAL LIFE INSURANCE CO., 
MILWAUKEE, WIS. 
(See article on page 421.) 


OHIO STATE LIFE INSURANCE COMPANY, 
COLUMBUS, OHIO 
Recent Changes—Rates, Etc. 
Announcement of the adoption of a new rate manual was made 


by President U. S. Brandt of the Ohio State Life Insurance Co., 
Columbus, Ohio, before a meeting of agency managers and gen- 
eral agents of the company in Columbus, August 26. 

In the company’s participating policy equipment no material 
changes were made, but the new manual includes a general re- 
duction in nonparticipating rates and also several new forms 
of nonparticipating policies. These include a preferred risk ordi- 
nary life policy issued in a minimum of $2,500; a modified 
ordinary life policy on a 10-year plan at low premium rates 
with a minimum issued of $2,000; retirement endowment policies 
at 60 and 65, both on continuous pay and 20-pay basis, and a 
juvenile ordinary life contract. 

Another important announcement concerned adoption of a par- 
ticipating feature in paid-up policies. 

The field force was advised that the company would continue 
throughout the remainder of the year the $10 monthly income 
disability benefit without modification in coverage or change in 
rates. The new manual also includes a new schedule of occupa- 
tional ratings. 

















OVER 126 MILLION DOLLARS PROTECTION 
For 576 Thousand Policyholders 
The Colonial Life Insurance Company 


OF AMERICA 
Home Office - Jersey Ciry - New JERSEY 


Rapid Advancement Assured Good Agents 


“Do You Prefer New Jersey—New York—Pennsylvania or Connecticut?” 
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Preferred Risk Ordinary Life $1,000 

Age 20 25 30 35 40 45 50 55 60 
Reg. Prem. . $13.48 $15.10 $17.19 $19.91 $23.50 $28.35 $35.16 $45.01 $59.10 
*Extra 

for R606 61 .73 92 1.18 158 2.23 3.25 4.91 

tModified Ordinary Life 
Reg. Prem. . $8.50 $9.63 $11.10 $13.08 $15.84 $19.74 $25.60 $34.05 
20 Payment Life 

teg. Prem. . $21.76 $23.68 $26.02 $28.89 $32.47 $37.55 $44.30 $53.41 
*Extra 

for W. P. 46 53 65 88 132 216 333 5.07 

Endowment at 85 

Reg. Prem... $13.82 $15.54 $17.76 $20.66 $24.52 $30.13 $37.90 $48.62 $64.00 

+ Premium for 1st 10 years only; it doubles after that time. 
* Disability rates for Preferred Risk O. L. also apply to En- 
dowment at 85 and Modified Ordinary Life. 

20 Year Endowment 

Age 20 25 30 35 40 45 50 i 
Reg Prem... $40.13 $40.50 $41.02 $41.92 $43.35 $45.78 $49.84 $57. 
Extra 

eT a 73 81 95 1.22 171 258 3.7 

30 Year Endowment 

Reg. Prem... $25.28 $25.80 $26.58 $27.64 $29.72 $33.44 $39.66 
Extra 

for W. P. .62 74 95 1.30 1.72 235 3.34 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 


Receiver Appointed 
On September 20, 1932 Judge William V. Brothers in the Circuit 
Court of Chicago ordered receivership of the Old Colony Life In- 
surance Company in a proceeding brought by Attorney General 
Oscar E. Karlstrom under the Illinois Insurance Liquidation Act. 
Alvin 8S. Keys, of Springfield, Manager of the State Insurance 
Liquidation Bureau, was appointed receiver and has charge of 
the company’s affairs. The petition filed stated that the company’s 
cash resources were insufficient to meet current policy claims. As 
indicated by our Life Report, the expenses of this company have 
been fairly high with investments consisting principally of real 
estate which netted a negative return, the company not earning 

valuation interest for the past three years. 


OUR HOME LIFE INSURANCE COMPANY, 
WASHINGTON, D. C. 
Takes Over 
MUTUAL LIFE INSURANCE COMPANY OF AMERICA, 
WILMINGTON, DEL. 

The Our Home Life Insurance Company was licensed to transact 
business in the state of Delaware on August 5, 1932, after which 
it took over the business of the Mutual Life Insurance Company 
of America, a mutual legal reserve company which began busi- 
ness October 30, 1931 and which had transacted little, if any, 
business. 


PILOT LIFE INSURANCE COMPANY, 
GREENSBORO, N. C. 


New Non-Medical Rules 
Further liberalization of rules governing the writing of non- 
medical business has just been announced by officials of Pilot 
Life, granting the non-medical privilege to agents in the amount 
of $5,000 upon the following basis: Full time agents with 12 
months consecutive service, having delivered at least $50,000 new 
business during the previous 12 months; and having maintained 
a persistence ratio upon the preceding 12 months’ business of 
either 70 per cent of policies renewed or 70 per cent of volume 
renewed. After 12 months’ service, the privilege is automatically 
extended to agents who qualify. 
President Gold Shot 
President Charles W. Gold was accidentally shot and killed 
September 21 while hunting near Randelman, N. C. Mr. Gold was 
one of the outstanding life insurance executives of the South and 
his many friends regret his untimely passing. 

















Live Leads.... 


Fidelity lead service provides a steady 
stream of live leads. The average policy 
written from these leads and the premium 
values are large. Returns from circular- 
ization on the Income for Life plan, orig- 
inated by Fidelity are exceptionally high. 


Fidelity Agents Profit 


With an effective lead service and a complete 
kit of sales tools, Fidelity agencs are profiting. 
Low Rate Life, Family Income, Disability, Acci- 
dental Death Benefits and a full line of annuity 
forms are included. They are backed by more than 
half a century of fair dealing. 


Send for booklet 
“The Company Back of the Contract” 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 














\N 


Serving 3 
Texas Cities 


When you are in Dallas, Waco, 
Marlin, Abilene, San Angelo, 
Plainview, Lubbock or El Paso 
stop with us. You will like our 
Minimax plan of operation and 
our never changing rates of 


$2 $2.50 $3 
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Working 
With Both Hands 


Monarch representatives have not 
only life insurance to offer but also 
non-cancellable accident and health. 
Almost every interview on accident 
and health insurance converts a sus- 
pect for life insurance into a prospect, 
because the information obtained in 
this manner brings out life insurance 
needs. 


ad 


MONARCH LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MAssACHUSETTS 


Life—Accident and Health Insurance 























“Service of the 


Highest Type” 


A WESTERN COMPANY. Investing the savings 
of its Policyholders in the development of West- 
ern enterprise. 

ABSOLUTE SECURITY TO POLICYHOLDER. 
Admitted Assets exceed those of any non-par- 
ticipating Company domiciled in the States in 
which this Company operates. 

POLICIES WITHOUT A SUPERIOR. With over 
100,000 Western Families owning policies in this 
Company, no better evidence could be offered 
that Western men and women appreciate the 
complete protection our policies afford for 
family, business and old age. 

FOR AGENTS. Liberal contracts with life income 
provision, under District Manager System and 
Superior Home Office Service. 


California-Western States 
Life Insurance Co. 


J. Roy Kruse, Pres. 2 SACRAMENTO 











A Real Contract To Sell 


THE MIDLAND MUTUAL 


Personal Life Income 
Plan 


Annual Deposit $300.00 for 30 years 


Pays at end of 30 year period 
$18,719.85 


Also monthly income plan for life 
Liberal death settlements 


No medical examination required 


vvv 


For complete information address— 


THE AGENCY DEPARTMENT 
vvvv 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 
COLUMBUS, OHIO 
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PIONEER RESERVE LIFE INSURANCE COMPANY, 
LITTLE ROCK, ARK. 
Not Active 
This company is not doing an active insurance business and 
is gradually being liquidated. We understand that it has approxi- 
mately $250,000 or $300,000 of insurance still in force. 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY, 
PHILADELPHIA, PA. 
Club Convention 

The Provident Leaders’ Club Convention for 1932, was held at 
the Greenbrier, White Sulphur Springs, -West Virginia, from 
August 23 to 27. Ninety-six agents qualified for membership in 
the Club, of whom eleven are “Blue Ribbon” leaders who have 
produced a minimum of $400,000 during the year ending June, 
1932. The total registration for the Convention was 165 persons, 
including members, their guests, and Home Office officials. 
The officers of the Club are chosen in order of their production. 
Sigourney Mellor, of Philadelphia, is President of the Club with 
the highest production in the Company’s ranks. Vice Presidents 
are William Kennard of Philadelphia, G. F. Little of Chicago, 
Henry Sonneborn, Jr. of Philadelphia, and D. T. MacKinnon of 
Detroit. The Secretary and Treasurer is I. P. Miller of Philadel- 
phia. 


PYRAMID MUTUAL LIFE INSURANCE COMPANY, 
CHICAGO, ILL. 
Missouri License Refused 
The Missouri Insurance Department refused to license this 
company on August 19, 1932 for failure to furnish Certificate of 
Authority from the Illinois Insurance Department. 


ROYAL UNION LIFE INSURANCE COMPANY, 
DES MOINES, IOWA 
Changes in Financial Statement 

The financial statement initially filed by the Royal Union Life 
Insurance Company, which was published in our 1932 Life volume, 
as of December 31, 1931, was changed considerably for approval 
by the Iowa Insurance Department. The changes involved are 
as follows: A deduction was made from book value over market 
value of bonds in the amount of $388,594. The contingency re- 
serve of the company was reduced from $750,000 to $272,714, the 
assets being reduced concurrently to $39,050,435. The capital stock 
and other figures in the liability column remained unchanged. 
The statement approved by the Department as regards the assets 
showed the following: Total Ledger Assets, $37,987,626; Total 
Interest and Rents Due and Accrued, $699,394; Net Uncollected 
and Deferred Premiums, $920,270; Gross Assets, $39,607,290; Non- 

Admitted Assets, $556,855; Total Admitted Assets, $39,050,435. 


SCRANTON LIFE INSURANCE COMPANY, 
SCRANTON, PA. 
August Production Breaks Record 
During the month of August this company conducted a Silver 
Anniversary contest and the volume of new business written 
by all agenciés was the largest amount in the company’s history 
for a single month. New production for the month of August 
totalled $1,447,000 or almost three times the amount of business 
written by the company in the month of August, 1931. The com- 








With AGE and STABILITY 
83 Years of Service and Strength 


UNION MUTUAL 
LIFE INSURANCE COMPANY 


PorTLAND, MAINE 














Just Off the Press! 


1. A new quick selling “hardtimes” policy 
that pays the salesman a real commis- 
sion. 

A new super-selling service plan on 
prospecting, agency recruiting and sales- 
manship. 


A new “cash producing” app-a-week 
club plan that increases salesmen’s com- 
missions. 


A new juvenile policy with sales produc- 
ing features and low rates. 


Write today about the new low rate easy- 
selling high commission policy and special 
sales plans! 


The 
Bankers Reserve Life Company 


OMAHA, NEBRASKA 


W. G. PRESTON J. R. FARNEY 


President First Vice-President 
and Agency Director 





pany’s yearly production to September 1, 1932 is about $300,000 
ahead of the 1931 total, or an increase of approximately 61%4%. 
This is certainly cheering news not only for the Scranton Life 
but to all life company officials who are looking ahead, particularly 
when it is recalled that the average production for all companies 
to August 1, 1932 is about 17%4% under the 1931 totals. 


SECURITY LIFE & TRUST COMPANY, 
WINSTON-SALEM, N. C. 


Report of Examination Reviewed 
This company was examined as of December 31, 1931 by the 


Insurance 
Tennessee. 


Departments of North Carolina, South Carolina and 
The report, which was in general favorable to the 
company, reduced the surplus by $30,456 to $76,556. The decreases 
in the surplus account came about largely through adjustment 
in the following items: $10,000 transfer from surplus to real 
estate depreciation fund; $11,558 deducted as book value over 
market value of stocks; $7,498 additional deducted in non-ad- 
mitted for deposits in suspended banks. The company explains 
that the deduction for the stock was due to its holdings of 
Selected Industries stock which was bought on the recommenda- 
tion of one of the company’s directors. This director guaranteed 
the company against any loss if they decided to sell this 
security and to take care of this guarantee he deposited sixty 
shares of Security Life & Trust Company stock with the com- 
pany. The deposits in suspended banks were also guaranteed 
by another of the company’s directors by deposit of 160 shares 
of Security Life and Trust Company stock. The examiners, 
however, did not feel that the stock of the company should be 
considered and these items were eliminated with the sanction of 
the company although we understand that official approval had 
been previously given to carry the stock. The company informs 
us that the amount in suspended banks will be taken care of 
this year. 

The examiners reduced the assets of the company to $3,480,658 
and the reserve to $2,580,922; the insurance in force to $26,219,379 
and surplus, as stated above, to $76,556. The income and disburse- 
Continued on next page 
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SECURITY LIFE & TRUST COMPANY—Continued 
. ° . ment accounts were verified as filed by the company which ap. 
Hotels Under Direction of Ralph Hitz pear in our 1932 Life volume. The examiners indicated that al] 
death claims were paid promptly. 
Certain extracts from the report are reproduced herewith for 
their general interest. 


Real Estate, $975,345.81: 

“The real estate consists of the Home Office building and forty- 
six pieces obtained through foreclosure, of which twenty-nine 
were made during the year ending December 31, 1931. The total 
amount is classified as follows: 

Farm Property * Other Property Total 

6—$25,831.67 41—$347,414.14 47—$375,345.81 
States Amounts 
North Carolina $348,339.36 
South Carolina 22,545.45 
Arkansas 4,461.00 


Total $375,345.81 


In New York © © @| Home Office, $85,000.00: 


“This is a two-story frame residence with 14 rooms, on a lot 
af N 100’ x 200’, at No. 420 North Spruce St., Winston-Salem, N. C. 

0 T E L E W Yo ot K E R This property was purchased in 1927 for $60,000.00: $12,000.00 
cash and balance of four notes for $12,000.00 each to mature Oct. 


ed 


Ist of each year, starting in 1927, and bearing 6% interest. Dur- 


Manhattan’s largest hotel. At 34th St. ing the year 1928 they erected a two-story fire-proof brick annex 
at 8th Ave conveniently located at the rear of the old building, at a cost of $10,000.00. This prop- 
“9 


erty is located in a semi-business section, a half block off the 


to everything in New York. 2500 | main business street. In normal times the location would make 
p this property very valuable for a business site. 
rooms, each with radio, both tub and 
a Z - Foreclosures, $290,345.81: 
shower, Servidor and circulating ice “This item makes up the balance of the real estate account. 


At the time of the last examination, December 31, 1928, the Com- 


water. Room rates $3.50 and up for pany had only three pieces of property acquired by foreclosure. 
one person, $5 and up for two. Four These were the J. T. Liles, John M. Sullivan, and W. H. Graham 


properties. 
restaurants, including Coffee Shop.| ..,,.. property, $90,974.56: 


“A loan of $30,000.00 was made in 1929 on this very large two- 
story. twelve-room concrete, tile and wood residence, located at 
No. 1281 West Fourth St., Winston-Salem, N. C., appraised at 
$60,000.00 and foreclosed Aug. 8, 1931. This property is located 
in a residential section, where it would seem unreasonable for 
anyone to invest an amount even approximating the loan value 

J rm of this property if same is to be used as a residence. Were this 
AX He property located close in, or on a main thoroughfare it would 
Ht make an ideal funeral home. The Company realizes that its 
A a chances of disposing of this property, or of getting sufficient 
rent to yield a fair return on the investment, are very poor. 
However, plans are to convert this property into a Home Office 


PERE 


=P Building, as the Company needs more space than the present 
Y - location affords. Part of the Present Home Office would then be 
occupied by the home office agency force, leaving sufficient rental 
space, if same can be rented, to more than pay for the expenses 


kod § . s ’ 
I n fa e t | ae i | qt 2 @ e/| on the present Home Office property. 


Barber P ty, $28,581.50: 
BookK-CADILLAC HOTEL “h loam of 98%, 500.00 was made on this property (appraised at 


$64,400.00) on May 19, 1926 and foreclosed Dec. 29, 1931. It is a 
brick and concrete one-story and basement building:—size about 


Detroit’s largest hotel. Marvelous} w x 150’, located uptown in Winston-Salem, N. C. When the 
location at Washington Blvd. and loan was made it was occupied by Barber Printing Co. This 


property would be very suitable for a laundry, ete. 
Michigan Ave. 1200 rooms, each with “The rental and expense accounts were carefully analyzed and 
the following is a brief statement of the profit and loss shown 


bath and circulating ice water. Room on the real estate for the three-year period under consideration: 
rates $3 and up for one person, $5 Book value of Profit 


real estate less Per- 

and up for two. Four popular priced F encumbrances Income Expense Amount cent 

: . y $113,555.06 $1,743.16 $2,584.59 -457.71 -4.31 

restaurants including Coffee Shop. | is: 225,590.73 3,087.00 5,805.27 -3638.39 -1.61 

375,345.81 11,186.86 10,601.17 585.67 1.56 

“Your examiners personally inspected several pieces of prop- 

E a erty located in Winston-Salem and Greensboro, N. C., most of 

Hotels UTatet-te Olia-Yaatet a! of Ralph Hitz which are considered well worth the amounts for which the 

Company is carrying them. They would in normal times bring 
a very good profit to the Company. 
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Mortgage Loans on Real Estate, $1,714,996.97: 


Interest Due, $10,346.45 and Accrued, $23,990.62 on Mortgage Loans 
$34,937.07: 

“Loans made by the Company are secured by first mortgages 
on real property, classified as to type of property pledged, that is 
city or farm property. 

“At the time of the last examination December 31, 
were outstanding mortgages, classified as to: 
City—-Mortgages Valued at 
Farm—Mortgages Valued at 


1928 there 


$1,490,133.65 

103,639.91 
Total $1,593,773.56 
Name of State 
North Carolina 
South Carolina 


Amount 
$1,514,989.78 
71,500.00 
7,283.78 
- $1,593,773.56 
“As of Dec. 31, 1931 there were outstanding mortgages classified 
as to: 
City—Mortgages Valued at 
Farm—Mortgages Valued at 


$1,549,415.39 

165,581.58 
Total $1,714,996.97 
Name of State 
North Carolina 
South Carolina 


Amount 
$1,602,429.93 
106,359.50 
6,207.54 


-—  $1,714,996.97 


“Twenty-nine mortgage loans were foreclosed during the cur- 
rent year, classified as follows: 
No. State Cost 
27 North Carolina $129,937.76 
2 South Carolina 6,321.10 


Book Value 
$135,824.67 
6,320.83 


Total $136,258.86 $142,145.50 


5 Farm $15,789.23 





24 Other Property 120,486.24 126,347.27 





Total $136,258.86 $142,145.50 

“As previously mentioned it is required on nearly all mortgage 
loans that the applicant assign his life insurance policies as an 
additional security: the following question was taken from the 
application blanks: 

18 (a) Are you a policyholder in this Company? (If so, amount). 

(b) How much life insurance do you agree to assign as addi- 

tional security? (Amount). 

“It appears to your examiners that in some cases the Com- 
pany was more interested in securing new life insurance contracts 
than in the sound investment value of the property to be mort- 
gaged. In one instance a Church loan was authorized at the execu- 
tive committee’s meeting held May 19, 1931, in which it was 
decided to loan this Church “$18,000.00 with a semi-annual cur- 
tailment of $500.00: this loan is subject to the production of 
$50,000.00 new insurance.” 

“This Company has some loans which are not considered very 
favorably by the insurance departments as good investments; 


, they are as follows: 


No. Kind 

3 Filling Stations 
Theatre Building 
Unimproved Land 
Apartment House 
Garages 
Churches 
Warehouses 


Amount 
$39,000.00 


Total 

“The principal of the foregoing total amount has been reduced 
as of Dec. 31, 1931 by $13,500.00, of which $10,000.00 was from 
Churches. 

“New rules and regulations in regard to making mortgage loans 
were outlined this year under the new management, which, if 
carefully considered, will prohibit the Company’s making any 
more such loans. 

Continued on page 411 
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Pilot Life Is Keeping Pace 
With the Advancing South 


With the forward march in Dixie, led by King 
Cotton and Prince Tobacco, Pilots to Protection keep 


Their kit 0’ tools was never shinier or more com- 


‘‘You can’t keep a good Pilot down!”’ 


GREENSBORO, NORTH CAROLINA 
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elief work” 
that pays 


DIVIDENDS 


Every life insurance company today has policyholders who need help 





. . . policyholders who have borrowed the limit 
. . . . policyholders whose policies have lapsed 
. . . policyholders who, for one reason or another, should have their 
policies rewritten. 
%& That is the work done—on a national scale—by a trained 
force of representatives—by the American Conservation Company. For 


details write us today. 





AMERICAN CONSERVATION COMPANY x LIFE INSURANCE SERVICE 


397 NORTH MICHIGAN AVENUE, CHICAGO x* HERBERT G. SHIMP, PRESIDENT 
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SECURITY LIFE & TRUST COMPANY—Continued 


“At the end of the current year there were thirty-eight loans 
amounting to $164,456.72 with interest of $5,839.05 past due more 
than one month. Of the above number seven loans with interest 
of $1,375.46 (amount $39,800.00) were past due six months or more: 
four of these loans amounting to $29,500.00 have been foreclosed, 
and one is in process of foreclosure, and the other two are paying 
up the past due interest. 


“Interest earned on mortgages at the end of the current year 
amounted to $104,742.78, or a return of 6.89% on the average in- 
vestment during the year, which appears to be a good yield. 

“A large part of the loans made during the past two years 
provides for annual and semi-annual curtailments of the princi- 
pal amounts, and in that manner the reduction of the principal 
would serve to liquidate any excess amounts loaned, and also 
keep pace with the downward fluctuations in value of the security. 


Book Value of Stocks, $102,015.00: 
No. of 
Shares Name 
250 Chatham Mfg Co. 6% 
Winston-Salem, N. C. 
Par $100.00 
R. J. Reynolds Tobacco Class B 
Winston-Salem, N. C. 
Par $100.00 
Selected Industries Ine. 5 
New York, N. Y. 
Par $100.00 


Sook Value 


$24,712.50 $24,712.50 


52,245.00 


25,057.50 


13,500.00 
$90,457.50 
11,557.50 
$102,015.00 


$102,015.00 
Book Value over Market 


$102,015.00 


“This item was verified by the actual inspection and count of 
the stocks and bonds which are kept in the safety deposit vault 
of a local bank. In verification we have used the values quoted in 
the publication of the National Convention of Insurance Commis- 


Market Value | 





sioners. Items not listed in the publication were taken at book 
value. 

“The Stokes County and State of North Carolina notes matured 
early in 1932 and were taken up. Stock in the R. J. Reynolds 
Tobacco Company was purchased after July 1931 and in accord- 
ance with the ruling of the National Insurance Commissioners’ 
Convention. Your examiners used the cost price in valuing this 
stock, 

“The book value of stocks is $11,567.50 in excess of the market 
value. Therefore, this amount has been deducted as a non-admitted 
asset. 


Deposits in Suspended Banks, $22,672.92 

“The Company has deposits in eight suspended banks amounting 
to $22,672.92. Your examiners have deducted this amount less the 
estimated amount recoverable, $2,396.19, as a non-admitted asset, 
and recommended that the Company concentrate its funds in two 
or three strong banks, and not have them so widely scattered. 


General 

“The minute ,book, in which are recorded the annual meetings, 
and transactions of the stockholders and meetings and activities 
of the directors and the finance committee, was carefully reviewed. 
It is very well kept and appears to properly record the activities 
of the various bodies. Nothing of an unsual nature was noted. 

“The books and accounts are very well kept and appear to be 
well adapted to the needs of the Company. 

“This Company, not unlike most other companies, has felt the 
effect of the long continued depression. To combat these adverse 
conditions the most diligent attention should be paid to the 
matter of cost of operation. The directors ‘are, and have been, 
studying this department of its affairs, and have made considerable 
progress in this direction without impairing the efficiency of the 
organization. 

“Close study should be made toward the improvement at all 
times of its investments,—and in this connection, we believe it 
would be good business judgment to build up the reserves under 
its real estate holdings.” 





“The Wife’s Education Policy” 


Why should a wife require a policy as a means to educate herself? 

Quite frequently a husband dies and his estate is not very large; in most 
such cases the wife has to seek employment. The wife may have been mar- 
ried five years or longer. During this period she has been out of touch with 
business conditions; and it becomes necessary for her to get in tune with mod- 
ern business conditions if she is to secure a job which is remunerative, and free 


from drudgery. 


“The Wife’s Education Policy” will provide that sum of money which will 
enable her to take a business training course, so as to re-enter the ranks of the 


employed in a worthwhile job. 


The man who has not yet completed his life insurance estate is the man 


who needs a ““Wife’s Education Policy” 


. This type of policy “sells”. 


The Manhattan Life Insurance Company 


654 Madison Avenue 
New York, N. Y. 


FouNDED 1850 


Tuomas E. Lovejoy, President. 
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MEETING 
COMPETITION 














Competition is keener now. Due 
to economic conditions prospects are 
fewer and buyers of new life insur- 
ance are more discriminating. They 
are interested in RECORD OF 
MANAGEMENT AND FINAN- 
CIAL STABILITY. 


The Bankers Life of Nebraska 
has— 


BOTH PARTICIPATING and 
NON-PARTICIPATING _insur- 
ance with competitive rates. 

a record of 45 years of conserva- 
tive management. 


a financial structure of distinctive 
merit. 


Some General Agency openings are 
available in Iowa, Illinois, Ohio, 
Pennsylvania and Missouri. Write 
A. B. Olson, Manager of Agencies. 





Bankers Life Insurance Company 


of Nebraska 
Home Office LINCOLN, NEBRASKA 

















SHENANDOAH LIFE INSURANCE COMPANY, 
ROANOKE, VIRGINIA 


Control Acquired and Financial Statement 

A controlling interest in the Shenandoah Life was purchased by 
the Insurance Equities Corporation of New York City on Septem- 
ber 2, according to an announcement by Robert H, Angell, Presi- 
dent of the Life Company. Offices of the company are to remain 
at Roanoke and the present executive personnel will not be 
changed, although Julius H. Barnes, formerly President of the 
U. S. Chamber of Commerce and a leading factor in the Insurance 
Equities Corporation, will become Chairman of the Board of the 
Shenandoah Life, and together with Frank Cohen and Franklin 
Berwin will go on the Board of Directors of the Life Company. 
The purchase price involved was not made public. Julius H., 
Barnes, Duluth, Minn., is also Chairman of the Board of the 
Missouri State Life Insurance Company and is a director in the 
Kentucky Home Life Insurance Company of Louisville, Ky, 
which recently reinsured the Inter-Southern Life Insurance Com- 
pany. See our report on the Kentucky Home Life in the September 
1, 1932 Life News. 


Extracts—June 30, 1932 Statement 
Total Admitted Assets $6,646,664 
Net Reserve 5,404,000 
Capital 500,000 
Surplus & Special Funds 588,532 
New Premiums 113,495 


Insurance written 
Insurance in Force 
Mortality Ratio 
Net Interest Earned 


STANDARD LIFE INSURANCE COMPANY, 
JACKSON, MISS. 


Two New Directors 
At a meeting of the stockholders of the Standard Life on August 
10, Ralph W. Hicks, Secretary, and Dr. C. F. MacKenzie, Medical 
Director, were elected to the board of directors of the company. 
The company at the present time is contemplating entry into the 
state of Louisiana. 


SUN LIFE ASSURANCE COMPANY, 
MONTREAL, CANADA 


Defers Dividend Action 
At a meeting of the board of directors September 6, action on 


the company’s $3.75 quarterly dividend was deferred. The divi- 
dend had been readjusted previously to a 15% annual basis. 

On September 8 the directors of the company authorized the 
following statement regarding the deferment of dividends: 


“Directors of the Sun Life Assurance Company of Canada 
meeting here yesterday, decided to defer consideration of the 
dividend on the capital stock until business recovery shall be 
more fully established. While the shareholders have at their 
credit in shareholders’ account a substantial amount accrued 
from the profits of previous years, the directors considered it 
advisable to pursue a conservative course. Policyholders’ divi- 
dends are unaffected by this action.” 


UNION PACIFIC ASSURANCE COMPANY, 
OMAHA, NEBRASKA 


Report of Examination Favorable 

This company was examined as of December 31, 1931 by the 
Nebraska Insurance Department and the report was in general 
favorable to the company. The financial statement prepared by the 
company and published in our 1932 Life volume was verified by 
the examiners. The assets of the company were found to be in 
very good condition. The examiners reviewed, during the course 
of their investigation, the agency contracts held by the Atlas 
Securities Corporation. This Corporation makes all contracts with 
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agents, subject to the approval of the company, and is owned and 
controlled by officers of the company, these being at the present 
time: Hl. A. Wolf, President and Henry Monsky, Vice President. 
The agency contract provides for a graded scale of commissions 
on all contracts of 8244% the first year and 9% renewals for nine 
years. The duties of the general agent are to pay all commissions, 
agency expense and make all advancements. The contract is to 
run for twenty years. 


UNITED STATES LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 


New Deferred Annuity 

The United States Life announces a new Deferred Annuity 
Policy, and the schedule of rates for maturity ages 60 and 65 are 
illustrated hereafter. 

This annuity provides a definite income commencing at the 
maturity age and is paid for by annual, semi-annual, or quarterly 
premiums. In the event of the death of the annuitant before pay- 
ments of the annuity commence the premiums paid are returned 
with interest at the rate of 344%. At maturity the annuitant may 
select in lieu of the income a cash payment, the amount of which 
varies with the maturity age and the sex of the annuitant. 

Cash and Non-Forfeiture values are allowed. 


Deferred Annuity 


Annual Premiums For $10 A Month 


Commencing at Age 60 Commencing at age 65 
Male Female Age Male Female 
$14.60 $16.28 20 $9.98 $11.21 
15.31 17.09 21 10.45 11.73 
16.08 17.94 22 10.94 12.28 
16.89 18.84 23 11.46 12.87 
17.75 19.80 24 12.01 13.49 


18.67 20.83 25 12.60 14.14 
19.65 21.92 26 13.22 14.84 
20.70 23.09 27 13.87 15.58 
21.82 24.34 28 14.57 16.36 
23.02 25.68 2 15.32 17.20 


24.31 27.12 16.11 18.09 
‘ 28.69 16.96 19.04 
30.43 17.86 20.06 
32.36 18.83 21.14 
34.50 19.87 22.31 


36.85 3 20.98 23.56 
39.41 22.18 24.91 
42.18 23.47 26.36 
45.17 24.87 27.93 


48.41 26.38 29.63 


51.95 28.03 31.47 
55.89 29.82 33.47 
60.33 31.78 35.67 
65.37 J 33.92 38.14 
71.13 36.29 40.94 
77.7 4 38.90 44.10 

85.38 41.80 47.66 
81.70 94.21 45.04 51.65 
90.40 104.44 48.68 56.10 
100.95, 116.29 52.80 61.06 


114.00 130.00 50 57.50 66.60 


At maturity the Annuitant may elect a cash option in place of 
the Annuity. The options allowed are: 


Age 60 Male 
Female 


$1357.00 
1514.00 


Age 65 Male 
Female 


$1171.00 
1315.00 


On death before maturity, all premiums paid are returned with 
3%4% interest. 





A TRULY GREAT HOTEL 


When you visit Detroit next time stop at Hotel Fort Shelby. 
You'll enjoy its thoughtful, efficient, unpretentious service 
. . . its savory foods and cozy, cheerful, charming rooms. 
q Every unit in the Hotel Fort Shelby is paneled .. . servi- 
dor equipped . . . attractively appointed and popularly 
priced; all rooms have private bath and circulating ice 
water. 4 Hotel Fort Shelby's location in the heart of 
Detroit's shopping, theatre, financial, insurance and whole- 
sale districts is a happy one... no other large hotel in 
the metropolitan area is so near the principal railway ter- 
minals, airports and steamship piers. 900 rooms ... many 
as low as $3.00 per day... suites $10.00 and upwards. 


Motorists are relieved of their automobiles at the 

door without service charge. Write for free road 

map, and your copy of “Aglow with Friendliness,” 
our unique and fascinating magazine. 


os tort S eloy 


"“AGLOW WITH FRIENDLINESS” 
E. J. BRADWELL, Manoger 


DETROIT 
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TO LIFE INSURANCE EXECUTIVES WHO ARE ASKING ““WHAT NEXT?” 


HOW TO LOCATE 


A GOLD MINE 


... lt lies hidden under your 
feet and all around you in the field of your operat- 
ing costs ... There, within grasp, is an unsuspected 
mine of savings simply waiting to be worked... 
Beyond question you could have discovered 
this rich vein yourself years ago—if you had 
known exactly where to look for it... It is 
our specialized business to find it for you... 
The latest medium-sized Life Company to accept 
our recommendations is saving more than a 
quarter of a million dollars in operating costs this 
year—savings that will recur annually hereafter . . . 
Is that too small an amount to engage your interest? 
These days especially? ... Will you entertain a 
concrete proposal that will leave no doubt in 


your mind concerning the results to be produced? 


H. A. HOPF anp COMPANY 


MANAGEMENT ENGINEERS 
FORTY RECTOR STREET, NEW YORK 




















—_— 
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CON TEN TS—Continued 


Illinois Bankers Life Assurance Company, Monmouth, III... 
Income Life Insurance Company, San Francisco, Cal. 
Indiana Equitable Life Insurance Co., Indianapolis, Ind... 
Kansas Life Insurance Company, Topeka, Kan. 

Kentucky Home Life Insurance Company, Louisville, Ky... 
Manhattan Life Insurance Company, New York, N. Y. ... 
Metropolitan’ Life Insurance Company, New York, N. Y. 
Midland Mutual Life Insurance Company, Columbus, Ohio 
Mutual Benefit Life Insurance Company, Newark, N. J. .. 
New York Life Insurance Company, New York, N. Y. .... 
, Milwaukee, Wis. .... 


Ohio State Life Insurance Company, Cincinnati, Ohio .... 


Northwestern Mutual Life Ins. Co 


Old Colony Life Insurance Company, Chicago, III. 

Our Home Life Insurance Company, Washington, D. C. 
Pilot Life Insurance Company, Greensboro, N. C. ....... 
Pioneer Reserve Life Insurance Company, Little Rock, Ark. 
Provident Mutual Life Insurance Co., Philadelphia, Pa. .. 
Pyramid Mutual Life Insurance Company, Chicago, Ill. .. 
Royal Union Life Insurance Company, Des Moines, Iowa. . 
Scranton Life Insurance Company, Scranton, Pa. 

Security Life & Trust Company, Winston-Salem, N. C. .. 
Shenandoah Life Insurance Company, Roanoke, Va. 
Standard Life Insurance Company, Jackson, Miss. 

Sun Life Assurance Company, Montreal, Canada 

Union Pacific Life Assurance Company, Omaha, Neb. .... 


United States Life Insurance Company, New York, N. Y... 


in| "AN ADDRESS Of DISTINCTION” 


fe: 


. 


If Business Brings You to Chicago 
..»On “Big Game” Dates 


Business travelers . . . who are also 
football fans will find THE Drake 
a convenient location from which to 
easily reach all “Big Game” playing 
fields. After the game... a smart 
Supper Dance and other entertain- 
ment. Or if you prefer quiet . . f be 
assured that noisy celebrants will 
not disturb you. Adequate accom- 
modations are usually available... 
even with the addition of guests in 
for the games. No advances. Room 
rates begin as usual at $4 per day. 


THE 


DRAKE 


HOTEL, CHICAGO 








Complete Index 1932 


From January 1932 


EDITORIALS 


Commissions and Conservation (Editor) 
Conservation Suggestions, Our Ow 
Dividend Estimates, These (Editor) : 
gp Forward to the Turn in Business 
(M. A. Linton) 
Policy Loans (Our Own Conservation Sugges- 
tions) 
The Purchase, Consolidation and Refinancing 
of Insurance Companies (Alfred M. Best).. 
Rating Modifications Considered 
Stop Knocking 
Term Vs. Level Rate Plan (Part II) 
Thirty Leading Companies 
Twenty Year Actual History Tables........... 
Twenty Year Present Scale Net Costs 
Valuation of Securities for Statement Pur- 
poses. Suggestion for the eos. January 
Year 1931, The January 


LEGAL ARTICLES 
raed by Silence—Remedy in Equity (L. A. 


New Canadian Insurance Legislation Respect- 
ing Foreign Companies (V. Evan Gray) 


February 


GENERAL ARTICLES 


Actuarial Society of America 
American College of Life Underwriters 
American College of Life Underwriters 


to date, inclusive 


American College of Life Underwriters—An- 

swers to Examination Questions, Part I— September 

(Results of Examination) September ... 
American College of Life Underwriters— 

Questions and Answers Parts II-V, inclusive October 
American Life Convention March 
American Life Convention .. 

American Life Convention. 

American Life Convention.... 

American Life Convention 

American Management Association 

Arkansas (Aviation Rider) 

y nee of Life Insurance Presidents...... 

Association of Life Insurance Presidents 

Association of Life Insurance Presidents 

Aviation Hazards in Life Insurance 

Aviation and Life Insurance 

British Tribute to Burnet January 

—— Modifies Security Valuation Require- 
men 

Cunatine Disability Plan 

Canadian Investment Law Modified 

Canadian Investment Law to be Changed 

Causes of the Depression of 1930-1932 “Chas. 8. 

Tippetts) September 
Chartered Life Underwriters March 
Collapse of German Unemployment Insurance 

by Gerhard Hirschfeld 
Company Changes During 1931 
om arison—Bonds and miecke (According “to 

erent Methods of Valuation) 
pe... Teachers Insurance 
Connecticut Valuation Basis 
The Contestability of the Disability Ciause by 


February 


February .. 
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Orville F. Grahame 
Correction Notice—Rockford Life ins. Co. 
Death of Young E. Allison, Jr. 
Denied Applications ° 
Disability and Dividend Changes to Date.... 
Disability and Dividend Changes to Date.... 
Disability Income for Women 
Disability Losses Increase 
Dividend Actions—1918-1920 
Dividend Actions—1918-1920 
Dividend Correction Notice—Atlantic Life 
Dividend Scales for 1931 
Dividends in England . 
Extended Insurance Void in Kentucky: 
Extracts December 31, 1931 Statements 
Extracts—Financial Statements December 31, 


August 
April 
August 
January 
February 
March 
May 
January 
February . 
March 
April 
January 
September 
May 
February 


Extracts—Financi al Statements Dec. 31, 1931. 

Extracts—Financial Statements Dec. 31, 1931 
ixtracts June 30 Statements 

Extracts—June 30, 1932 Statements .. September 

Family Income Policy, Companies Whic h 
Adopted Since January 1, 1931 

Group Conference Eliminates Disability .... 

Growth of Life Insurance Assets 

Illinois Insurance Department 

Illinois Insurance Department 

Illinois Mutual Benefit Associations.......... 

Importance of Interest in Maintaining Level 
Premiums (Percy Papps) 

Insurance Advertising Conference 

Insurance Advertising Conference 

Insurance Institute of America 

Insurance Stock Quotations 

International Association of Insurance Counsel 

Investment Aspect of Life Insurance (M. 
Albert Linton) ove 

BOWER. DERUCERAL DOCICUIOD. c.ociccesasereccccvecses 

Legal Reserve Companies Which Started as 
Assessments 

Life Assurance in England 

Life Extension Institute 

Life Insurance Sales 

Life Insurance Sales Research Bureau 

Life Insurance Sales Research Bureau 

Life Ratings for 1932 

Magnitude “of Life Insurance . 

Maryland Security Valuations 

National Association of Life Underwriters .... 

National Convention of Ins. Commissioners ... 

National Trades Union Act Repealed 

Nebraska Insurance Department 

New York Insurance Department 
Ruling 

New Life Underwriters.....cescscccovss 

New York Life Underwriters Association.... 

The “No Commission” Platform 

Oklahoma Insurance Department 

Participating and Non-Participating 

Policy Loans (Wendell M. Strong) 

Policy Loans 

eens CMOS DOG WES ccc cccccccecscoscecess 

Ratio of Investments to Reserves 

Reconstruction Loans 

The Revenue Act of 1932 (Floyd Wilson) 

Salary Costs in Seven Life Insurance 
panies (Woodward, Fondiller & Ryan) 

Savings & Loan Associations 

ag Bank Insurance in New York 

The Security Owner (Alfred Hurrell) 

Security Valuation by German Insurance 
panies (Gerhard Hirschfeld) 

Self-Reliant Agriculture 

Special State Insurance Licenses, 
Fees Collected in 1930 

Specific Sales Research Proposed 

Standardization and our Ratings..... men 

Suicide Clause 

Ten Day Sales 
Organization) 

“Twisters” Warned by Connecticut 

Twisting of Life Insurance Policies.......... 

Twisting Must Be Stopped 

Twisting—No Commissions . 

Unemployment Insurance aa 

Chompoy ment Insurance—Monograph No. 7 
yut 

Valuation of Securities 

War Risk Insurance, 


March 
May 
August 


February 

September 

January 

July 

September 
une 


ril 
September 
April 
October 
February 


September 
September 
May 
September 
September 
Valuz ition 


September 
September 
July 
June 
September 
March 
January 
Tune 
September 
Com- 

ety 


, _ ABS 

July 
Com- 

February 

January 


Taxes and 


September 


February 
October 


INSTITUTIONS REPORTED UPON 


Abraham Lincoln Life Insurance Company, 
Springfield. Ill. (Reduces Rates) 

Acacia Mutual Life Ass’n, bs ~ aap Dz. = 
(Continues Dividend Schedule) ‘ 

(Revises Disability Income) 

(Report of Examination Favorable) 

(Now Writes General Public—Issues New Re- 
tirement Income Rider) 

Aetna Life Insurance Co., Hartford, Conn. 
(New Waiver of Premium Rider) 
(Declares Regular Quarterly Dividend) 
(New Increased Disability Rates) 

(Income Ahead of 1930) 


January 

January 

February .... 
February ..... 607 


(Changes in New York Agencies) 
(Birmingham General Agent) 
(Omits Stockholders’ Dividend) 
American Bankers Insurance Co., Chicago, Ill. 
(Production, Disability & Non-Can. H. & A.) 
American Central Life Insurance Company, In- 
dianapolis, Ind. (Coler Becomes Actuary). 
(Modifies Disability) 
(New Endowment Certificate Plan) 
American Fiduciary Agency, Inc., New York, 
N. Y. (Being Organized) 
American Indemnity Life Insurance peemeinpe 
Lincoln, Neb. (Licensed) ...... 
American Insurance Union, Columbus, 
(Indiana License Cancelled) 
(Statement of Vice President—Quoted) 
American Insurance Union, Inc., Columbus, O. 
(Three Directors Elected) 
American Life & Accident Insurance Company, 
St. Louis, Mo. (See Mississippi Valley Life) 
American Life Ins. Co., Birmingham, Ala. 
(Modifies Disability Benefits) 
American Life Insurance Co., Detroit, Mich. 
Gal- 


“Ohio 


(Modifies Disability Benefits) .... 

American National Insurance Company, 
veston, Texas (Correction Notice) 

American National Life Insurance Company, 
St. Louis, Mo. (New President Elected).... 

American Reserve Life Ins. Co., Omaha, Neb. 
(Re port of Examination Favorable) 

American Temperance Life Ins. Co., Washing- 
ton, D. C. (Merged with Equitable Life & 
Casualty) 

American Union Life Insurance Company, St. 
Joseph, Mo. (Official Changes) 

Amicable Life Insurance Co., 
(Revises Premium Rates) 
(Report of Examination Favorable) 

Ancient Order of Gleaners, Detroit, 
(Changes Name to Gleaner Life Ins. C 

Atlantic Life Ins. Co., Richmond, Va 
(Correction Notice) 

(Retirement Income Endowment Contract).. 
(Announces Retirement Income at 60) 
Atlas Life Insurance Company, Tulsa, 
(Disability Rules Modified) 
Atlas Life Insurance Company, 

Va. (Secures Charter) 
(Refuses License) 

Baltimore Life Insurance Co., Baltimore, Md. 
(Discontinues Income Disability) 
(Continues Dividends) 

(New Policies) 

Bankers Guaranty Life Company, 
Texas. (Report of Examination) 
(To Be Dissolved) 

Bankers Life Company, Des Moines, Iowa 
(New Rules Regarding Disability Benefits) .. 
(Continues Dividends) 

(New Disability Rates) 
(New Participating Annuities) 

Bankers Life Insurance Company, Lincoln, 
Neb. (Discontinues Income Disability Benefit) 

Baouee National Life Ins. Co., Jersey a 

. J. (First Year Dividends—1932 Seale). 
ices Disability Rules Revised) 
(New Blanket Coverage Pl: 
(Fifth Anniversary) 

Bankers Reserve Life Company, Omah 
(Report of Examination Favorable) 

Bankers Union Life Insurance Co., Denver, Colo. 
(Report of Examination Reviewed) 

Rank Savings Life Ins. Co., Topeka, 

(To Consolidate With Federal Reserve Life) 

Banner Life & Accident Association, St. Louis, 
Mo. (License Cancelled) sexe 

Beneficial Life Ins, Co., Salt Lake Cit) 
a. aa of Examination Generally 
able) 

Berkshire Life Insurance Co., Pittsfield, Mass. 
(Disability Changes) 

(Indiana General Agent) 

Brotherhood of American Yeomen, Des Moines, 

Iowa. (To Change to Mutual Legal Reserve 


sasis) 
Buffalo Life Association, Buffalo, N. Y. 
Buffalo, N. 


comes Buffalo Mutual Life) 
Buffalo Mutual Life Ins. Co., 
(See Buffalo Life Association) 
(Licensed to Transact Business 
Rico) 
Business Men’s Assurance Company, 
City, Mo. (Production Figures) 
(Cc orrection Notice) 
California—Western States Life Ins. Co., Sac ra- 
mento, Cal. (New Rates. Policy Forms & 
Qules) 

(Annual Meeting—1931 Results) 
(Report of Examination Favorable) 
Canada Life Assurance Co., Toronto, 
( ov Div sagen dinate Sa 


Waco, Texas 


Okla. 


Favor- 


in Porto 


Kansas 


Income 


(Rating “A” (Excelient)) coe 
(New Disability Benefits) ...... 
Capitol Life Insurance Company, Denver, Colo. 


_—_ 
0.) . 


January 
March 
June 
March 
February 


January 
April 


June 
January 
February 
August .. 


June 


October 
August 


February 
September 


January 


September 


April 


May 
January 


February 
February 


February 
February 


January 
February 
February 
June 
September 


October 
February 
September 
March 
April .... 
April .... 


May  ..ccoce 


Seaney ewes 


February 
August 
September 
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(Modifies Disability Rules) 

(New Insurance With Income Contracts). 
Catholic Aid Association of Minnesota, St. Paul, 
Minn. (Report of Examination Reviewed). 
Ceutral Life Assurance Society, Des Moines, 
la. (Revises Disability Rules) ........... 

(President’s Trophy Winner) ........ 

Central Life Insurance Company, Chicago, “iil. 
(Discontinues Monthly Income Disability) .. 
(Reinsurance Contract) 

Central States Life Insurance Company, a 
Louis, Mo. (Stockholders’ Dividend Passed). 
(Report of Examination Reviewed) 

(Report of Examination Continued) 

Chicago National Life Insurance Company, 
Chicago, Il). (Merger with Pacific States Ap- 
proved) 

(Purchased by Pacific States Life). 
(Reinsured by Pacifie States Life) 

Cincinnati Mutual Life Ins. Co., ened 
Ohio (Formerly Knights Templars) .... 

Citizens Life Insurance Company, Huntsville, 
Ala. (Speakman Indictment Nolle Prossed) 
(Government Case) 

Citizens Life Insurance Co., St. Louis, “Mo.. 
(Additional Indictments) 

Colonial Life Insurance Company, Jersey City, 

° (1931 Statement) 
(New Disabili ity & Double Indemnity 
sions) 

— al Life Insurance Company, 

C. (Purchased by 


Provi- 


High Point, 
Occidental Life of 


Columbia Catholic Life Insurance Co., 
City Iowa (Receives License) 

Columbian National Life Ins. Co., Boston, 
Mass. (New Waiver Rates & Changed Double 
Indemnity) 

Columbus Mutual Life Insurance 
Columbus, Ohio (Adopts Monthly 
Plan) 

Commonwealth Life Insurance Company, Louis- 
ville, Ky. (Discontinues Income Disability). 

Connecticut General Life Ins. Co., Hartford, 
Conn. (New Dis. Rates—R educes’ Int. Rate) 
(United Air Line Group) 

(Stuart Smith Pittsburgh 

(Retires from Canada) 

(Irving I. Chase New General Agent) 
(Detroit Branch Office) 

(Another New York Office) 

(Wilde & Robinson Advs anced) 

Connecticut Mut. Life Ins. Co., Hartford, Conn. 
(Plans to Change Disability Provisions). 
(Continues Dividends—New Increased Dis. 
Rates) 

(Financial Figures) ° 

(Increase of 30.8% in January) 

(19382 Sales 25.5% re 

(Ist Quarter Increase 15.8%) 

(Re-enters Wisconsin) 

(Lane Family Reunited) 

(Shows Increase in New and Paid-for Busi- 
ness) 

Conservative Life Insurance Company, Wheel- 
ing, W. Va. (Favorably Examined) 

Wiiming- 


Sioux 


Company, 
Premium 


Continental American Life Ins. Co., 
ton, Del. (Disability Benefits Modified—Fi- 
nancial Statement) 

(A, A. Rydgren Becomes President) 
(Conway Goes to Home Office)... 
(February Record Month) 

Continental Assurance Company, Chicago, - 
(Disability Modifications & Non-Can. H. & A 

Continental Life Ins. Co., . Louis, 
(Financial Figures & Dividends) wees aise sews 
(Dividend Schedule Reduced) 

Continental Life Insurance Company, San An- 
tonio, Texas. (See Great American Life) . 

Cosmopolitan Life Insurance Company, To- 
peka, Kan. (Merges with Victory Life of 
Topeka) ° 
(Consolidated with Victory te ife) 

Country Life Insurance Company, Chicago, Il. 
(Balance Sheet at Dee. 31, 1931) 
(Dividend Scale) 

Crown Life Insurance Co., Toronto, Can! 
duces Dividends 50%)... 


Daniel Boone Pioneer Life Insurance Co., Col- 
umbus, Ohio (Being Organized) . 
Degree of Honor Protective Assn., St. Paul, 
Minn. (Report of Examination Favorable)... 
Detroit Life Insurance Company, Detroit, 
Mich. (New Directors) cccceccccccceseess 
(See Mississippi Valley Life) .. 
Durham Life Insurance Company, Raleigh, N. 
C. (Discontinues Income Disability)........ 
Eastern Life Insurance Company, — York, 
N. Y. (Officers Re-elected) e 
(Change in Home Office Site) 
Ec uitable Life & Casualty Ins. Co., Louisville, 
or. Af (Officers and Directors) 
Equitable Life Assur. Society. New York, N. A 
Reduces Dividends for 1932) 
(Guaranteed Investment Policy) 


(Re- 


March 676 
July 169 
January 528 


February 


June .. 98 


February ..... 
September ... 


January 
June .. 


February 


February ... 
May 


January ... 


August .. 


January 


February 


September 
September 
October 
October 
January 


February 
F a sed 


September ... 


October 


September 


February ..... 
February 


February ..... 


JUNE .ocee 


September ... 


March .cccoes 
September ... 


January ...... 


August. 


January .. 
June ... 


January .... 
TUME cccccees 


October 


January ...... 
January ...... 


(Standard Oil Group) 
(Group Premium Income for 1931) a 
(Standard Oil Co. Retirement Plan) 
(Extracts—Dec. 31, 1931 Statement) 
(Changes in Group Accident & Health Rules) 
(Changes in — Premium Retirement 
Annuities) ... ° 
(Modifies Rules re ‘Term Conversions) 
(Dividends on Disability Income Policies).. 
(Modified Dividend Scale for 1932 on Dis- 
ability Income Business) .........c+++++++ eee 
(Cost Under Group Life insurance) kelinnate Sbaiie 
Equitable Life Ins. Co., Des Moines, Ia. 
(December 31, 1931 Figures) .........+... owe 
(New Equi-conomist Contract) 
(New Disability Clause) . 
(March Business Shows 16% Increase) 
(B. F. Hadley Dies) ........ 90 6ae6ecesooeeve 
(Correction Notice) 
Equity Life Insurance Company, 
braska (Control Changed) 
Estate Life Company, Springfield, Ill. 
Organized) 


a & Bankers Life Insurance Company, 
Wichita, Kan. (Reinsures National Savings 
p ife of Wichita, Kan.) 
Farmers & Traders Life Insurance Co., exbul 
‘. Y. (Annual Meeting) 


Omaha, Ne- 
(Being 


cuse, N. 
(Production Increase) 

(Adopts Two Year Incontestable and Suicide 
Clause) 

(Enters Indiana—Financial Statement) . 

Federal Life Insurance Company, Chicago, “Til 
(Reduces 1932 Dividends 50%) 

(Report of Examination) 
(Correction Notice) 

Federal Reserve Life Ins. Co., Kansas City, 
pase. (To Consolidate with Bank Savings 
wife) 

Kans. (Bank Savings Merger Called Off)... 

Fidelity Mutual Life Ins. Co., Philadelphia, Pa. 
(Changes in Disability Underwriting Rules).. 
(New Director—Other Appointments) 
(Continues Dividends) 

(Disability Changes) 

(Geo. W. Pierce Made Manager) 

(H. J. Garretson Appointed Supervisor of 

Agencies) 

(Disability Changes Effective July 1, 1932). 

(New Single Premium Cash Refund "Annuity 

& Single Premium Refund Annuity) 

(George C. Porter Manager in Albany) 

(Income for Life at 65 Illustrations) 

(New Post for Otto E. Seiler) 

(C. M. Hunsiker Dies) 
Fidelity Old Line Insurance Co., 


(History) 
First National Life Ins. Co. Montgomery, 
Ala. (Reinsured by Liberty National Life). 
Franklin Life Insurance Co., Springfield, Ill. 
(Disability Modified—1931 Results) ....... o 

(Expands Supervisory Force) 

Gem City Life ‘tnsurance Co., Dayton, Ohio. 
(Report of Examination Reviewed) 

(Changes Title & Home Office Site) 

General Life Insurance Company, Chicago, Ill. 
(To be dissolved) 

(Correction Notice) 
(Department Proceedings Recalled) 

George Washington Life Insurance 
Charleston, W. Va. (Decreases Div. Schedule) 
(Schedule of Increased W. P. Rates) 

ge Life & Accident Ins. Co., Denver, Colo. 

en of Examination Reviewed ) 

Gisar Life Insurance Co., Philadelphia, Pa. 
(Continues Dividend Schedule) 

(Report of Examination Favorable) 

Gleaner Life Insurance Company, Detroit, Mich. 
(Formerly Ancient Order of Gleaners) 

Great American Life Insurance Company, San 
Antonio, Tex. (Merges with nanpemeuetenn Life 
Ins. Co, of Texas) . : 

Great Central Mutual Life™ ‘ins. “Co. Fort 
Worth, Tex. (Receives Temporary Permit). 

Great Northern Life Insurance Company, 
Chicago, Ill. (Discontinues Income Dis- 
ability) 

Great Republic Life Insurance Company, Los 
Angeles, Cal. (Report of Examination) 
(Change in Management).......... 

Great Southern Life Insurance Co.,; Houston, 
Tex. (Withdraws Income Disability)... 
(Report of Examination Favorable) ....... 
(Takes over San Jacinto Life) 

Great West Life Assurance Co., Winnipeg, 
Man., Can. (Interest Rates & Disability & 
Double Indemnity Limits Reduced) 
(Correction Notice—Disability) ........ 
(Dividend Seale Reduced) 

(New Conservation Plan 
(A, Jardine Dies—G. C. Cammming Promotion 
(New Retirement ey PERRET RS 

Greensboro Life Ins. Co., reensboro, 'N. <. 
(Reinsured by Home Security Life) 

Guaranty Life Ins. Co., Davenport, Iowa. (Re- 
port of Examination Favorable) . 


Omaha, Neb. 


January ...... 532 
February ..... 
February ..... 
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September ... 


February 
F ee coose 
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October 


May 


February 
September 


January 
February 
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February 


TO sadcce ove, Sn 


January 
August 
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Y. (Examination Report Generally Favor- 
able) 

Mutual Benefit Life Ins. Co., Newark, N. J. 
(New Retirement Income Bond) 

(Directors Re-elected—Production Leaders) . 
(Report to Policyholders—Quoted) 

(E. O. Stanley, Jr., Associate mempeebeenen 
(New Retirement Endowment) ..... 6eswe 
(T. M. Beal, Asst. Treasurer)..... eeccccccce 
(Correction Notice) 
(Postpones Dividends 
Disability Policies) 
(Proposal Involving Polici ies With Loans).. 

Mutual Life Assurance Company, Waterloo, Can. 
(Discontinues Monthly Income Disability— 
Reduces Dividends) 

Mutual Life Insurance Company of ‘America, 
Dover, Del. (Licensed) . 

Mutual Life Insurance Company ot America, 
Wilmington. Del. (General Information). 
(See Our Home Life) 

Mutual Life Insurance Company, on 
Md. (New Retirement Income Policy) 

Mutual Life Insurance Co., New York pd 
(Reduces 1932 Dividends) 
(John H. Blackman, Jr. Now Manager) . 
(1982. Reduced Dividends) 
(To Open New Agency in New York City) 1! 
(To Retire from Canada) 
(Correction Notice) 

Mutual Old Line Ins. 
(Dividend Schedule) 

Mutual Trust Life Insurance Company, 
eago, Ill. (Discontinues Income Disability— 
New Policies) 

(Keduces Dividends) 
(Correction Notice) 

National Accident Insurance Co., 
Selling Stock) 

National Benefit Life Insurance Co., Washing- 
ton, D. C. (Permanent Receivers Appointed) 

National Fidelity Life Insurance Co., Kansas 
City, Mo. (Changes in Disability & Regular 
Policies) 

National Guardian Life Ins. Co., Madison, Wis. 
(Discontinues Income Disability) 

National Life & Accjdent Ins. Co., } 
Tenn. (Correction Notice) 

National Life Assurance Company, 
Can. (Reduces Dividends) 

National Life Company, Des Moines, 
(Report of Examination Favorable) ° 

National Life Ins. Co. of the U.S. A., Chicago, 
Ill. (Financial Figures as of Dec. 31, 1931). 
(Tennessee Action) 

National Life Ins. Co., Mont elier, Vt. 
(Disability and Double Indemnity Changers 
(Aviation Rider Issued) 
(Non-Medical Privileges) .. 
(Robert E. Healy, Director) — 

National Mutual Benefit, Madison, 
(Re “Strength” Pam 

National Progressive Life Ins. Co., Omaha, 
Neb. (Report of Examination Favorable).. 

National Savings Corporation, Kansas City, 
Mo. (Reorganization Plans) 

National Savings Life Insurance Co., Wichita, 
Kan. (Reinsured by Farmers & Bankers 


Life) 
National Savings Life 


on 


L incoln, Neb. 


Iowa 


Wis. 


Insurance Company, 
Kansas City, Missouri. (Receiver Appointed) 
(Reinsured by Farmers & Bankers Life).. 

National Standard Life Insurance Co., Hous- 
ton, Texas (Reduces Capital) 

National Union Assurance Society, Toledo, O. 
(Passes Dividends) 

National Union Life Insurance Company, 
Spokane, Wash. (Favorably Examined) ..... 

Nevada National ife Ins. Co., Reno, Nev. 
(Discontinues Business) 

New England Mutual Life Insurance Co., Bos- 
ton, Mass. (88th Annual Report) 

(Issues New 8S. P. Joint Survivorship Con- 
tract) 
(New Agency in Los Angeles) 

New World Life Insurance Company, Spokane, 
Wash. (New Life Income Policy) 

(Report of Examination Reviewed) 

New York Life Ins. Co., New York 
(Adding Disability Benefits to Old Policies) 
(November Business Increases) 

(Major General Harbord, Director). 

(10 Months Statement) eevee 
(December Business Ahead of 1930) pT eres eee 
(New Reduced 1932 Dividends) 
(Correction Notice) ....... s . 
(New Endowment at Age 85 Contract); 
(H. Bruere Elected Director) .. 
(Pays $60,000,000 During First Quarter). 
(Summer Non-Medical Offer) 

(Four Hundred Thousand Dollar Club) 

_ (Applications for Loans Decrease) 

North American Life Assurance Company, 
Toronto, Can. (1931 Business ewe Increase) 
(Vice President Dies Suddenly) 

North American Life Assurance Society, 
cago, Ill, (Reporg of Examination Favorable) 


cocccce SMO 
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February ..... 
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August . 
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October 
September ... 
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January . 
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March . 


January .. 
January . 
January .. 


February ..... 
February 
SE cha cecsns 
June 


October 
October 


February ..... 631 
eee 


April .. 


Ill. Northern Life Ins. Co., Seattle, Wash. 
(Reinsures United Pacific Life) ..........+. 

Northern States Life Ins. Co., Hammond, Ind. 
(Financial Figures and Disability).. 

(Suit for Receivership) . 

Northwestern Mutual Life “Insurance Co., Mil- 
waukee, Wis. _ (1931 Business) 
(1931 —— Report) 

Seas D, Van Dyke Dies) ......cccccccccccces 
1933 Divs. ete. 

Northwestern Nat’l Life ins. Co., Minneapolis, 
Minn. (Agents Average Production) .. 
(1931 Results) ... 

(Continues Dividends ‘& Modifies Disability) 
(New Disability ae covecece ebeceecees 
(Dividends Reduced 2 

(Persistency Bonus) 

(New Agencies) 

(Six Months’ Production Up) ee 

Occidental Life Ins. Co., Los Angeles, 
(New Disability Premiums) 
(Official Changes) 7 

Occidental Life Insurance Co., Raleigh, N. 
(Purchases Colonial Life of N. C.) 
(Adopts New Disability Clause) 

Ohio National Life Ins. Co., Cincinnati, Ohio 
(Financial Statement, Dec. 31, 1931 
(Decreases Dividends—Disability Changes 
Financial Figures) 

Ohio State Life Insurance Company, oneinenet, 
Ohio (Financial Figures—Disability) 
(Quarterly Dividend Declared) 

(Recent Changes—Rates, etc.) ‘i 

Oklahoma Life Insurance Company, Oklahoma 
City, Okla. (See Pyramid Life) 

Old ‘olony Life Insurance Company, Chicago, 
Ill. (Receivership Petition Temporarily Dis- 
missed) 

(Receiver Appointed) 
Old English Life Ins. 
(Charter Granted) 

Old Line Ins. Co., Lincoln, Neb. 
(Report of Examination Reviewed) 

Old Line Life Insurance Company, ebiidinx 
Wis. (Continues Disability) 

(1931 Statement) 
(Revises Disability Rates and Provisions) . 
(New Economic Adjustment Policy) 

Old Republic Credit Life Ins. Co., Chicago, iil. 
(Continues Disability) 

Order of Mutual Protection, Chicago, III. 
insured) 

Oregon Mutual Life Insurance Co., Portland, 
Ore. (Modifies Disability Benefits & Rules) 
(Wright Elected Medical Director) 

(New Single Premium Retirement eg at 

Our Home Life Ins. Co., Myke st . 
(Takes Over Mutual Life of Delaware) .... 

Pacific Mut. Life Ins. Co., Los Angeles. Cal 
(Revises Non-Cancellable Policy & Rates).. 
(Reduces Dividends) 

(New Disability Program) 

Pacific States Life Ins. Co., Hollywood, Cal. 
(See Chicago National Life) poweeeseeo-ees aoe 
(See Chicago National Life) 

(To Reinsure Chicago National Life) 

Pan American Life Insurance Co., New Or- 
leans, La. saad Income Disability ssc 
(Financial Figures) ... 

(Field A spolatments_Presitent® $ Month):: 
(Twentieth Anniversary) .......... . 
(Stockholder’s Dividends) 

(Report of Examination) ..... ievonewee 
(New Retirement Forms) ... eo 

Penn Mutual Life Insurance Co.. * Phiiadeiphia, 
Pa. (1932 Dividends Reduced— Disability 
Modifications) ; 
(Reduced 1932 Dividend Schedule) 

Peoples > Insurance Company, Frankfort, 
Ind. (New Waiver of —— Rates)...... 
(1931 Results) ° 

> we ~ Life Insurance ‘Co., "Philadelphia, 

. (Reduces Dividends) 
iSiockboltene Dividend Passed) ........ PREF 
(New Adjustment Policy) 

Phoenix Mutual Life Ins. Co., Hartford. Conn 
(Modifies Disability—Retains Dividends) .... 
(February Business Up) 

(Reduces Dividend Schedule 21%). 
(Additional Rates on R. I. Annuity).. 
— Life Insurance Company, icnemneain 
. (Modifies ene 
(Apri Increase) . 
(New General Agents) - 
(President Gold Dies) 
(New Non-Medical Rules) 

Pioneer Life Insurance Company, Greenville, 

S. C. (Consolidated with Pyramid Life).. 


Co., Little Rock, 

Ark. (Not Active 

Pioneer Reserve ife Insurance Company. 
Oklahoma City, Okla. (Abandons Sooner Life) 

Plymouth Mutual Benefit Association, acti 
ll. (Receives License) .... 

a Sage age Sg National Life ‘Ins. “Co., 
Falls, . (Report of Examination Favor- 
able) 


wee ee eeeeee 


Pioneer Reserve Life Ins. 
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(Rating “B” (Very Good)) 

Presbyterian Ministers’ Fund, iceman ent 
Pa. (19382 Dividends Reduced) e 
(Report of Examination Favorable) . 

(New Special Convertible Term Policy) 

Protective Life Insurance Company, Birming- 
ham, Ala. (Revises Disability Rules) 
(Examination Report Favorable) 

Providential Assurance Corporation, Santa Bar- 
bara, Cal. (Receives License) .. 

Provident Life & Accident Insurance Co., Chat- 
tanooga, Tenn. (Adopts New Monthly In- 
come Disability Plan) 

Provident Life Insurance Company, ee. 
‘as‘n (Discontinues Income Disability) . 
(Report of Examination Favorable) 

a Saree Mutual Life Ins. Co., Philadelphia, 

>A. (Disability Modified) 
ae of Examination Favorable) 
(Important Policy, Disability and 
Changes—Annuities Revised) 
(Fifty Years of Service) 
(Club Convention) 

Prudential Insurance Company, Newark, J. 
(Reduces Ord. Dividends & interest Atlowea) 
(Report of Examination Favorable—New Re- 
duced 1932 Dividends—1931 Mortgage Invest- 
ments—Declares Record Dividends) 

(1931 Results) 

(Makes Mortgage Loans—Annual Banquet— 
R. M. Green Appointed Asst. Secretary—J. 
H. Bacheller Appointed Director) 

(Marks New Manager) 

(New Retirement Annuity) 

($41,305,503 Loans Made) 

(New Limits of Acceptance) 

Public National Life Insurance Co. 

Mo. (Formerly Joplin Life) 

Pure Protection Life Association. 
Ohio. (Present Dividend Schedule) 

Pyramid Life Insurance Company, Little Rock, 
Ark. (Reinsures Oklahoma Life) 

ar oy Life Insurance Company, Charlotte, 
N. (Consolidates with Pioneer Life) 
iia ard E. Jones Becomes Active He al 
(Reduces Capital 

Pyramid Mutual Life Ins. Co., 
‘(Missouri License Re fused) 

Register Life Insurance Co., 
(Discontinues Monthly 
Dividends) 

(Decker Month) 

Reliance Life Insurance Company, Pittsburgh, 
Pa. (Withdraws Income Disability) 

Republic Life Insurance Company, 

Texas. (See Mississippi Valley Life) 

Rockford Life Ins. Co., Rockford, Ill. (Correc- 
tion Notice) 

Roosevelt Life Insurance Co., Chicago, III. 
(To be Dissolved) 


Royal Union Life Insurance Co.. Des Moines, 
Iowa. (Discontinues Income Disability) ane 
(Reinsures A. H. Business in Great West- 
ern) 

(Changes in Financial Statement) 

Rural Bankers Life Insurance Company, South 
Bend. Indiana (Additional Information) .. 

St. Louis Mutual Lite Insurance Co., St. Louis, 
Mo. (Correction Notice) 

(Policyholders Lose Suit) 

Sam Houston Life Insurance Company, Ran- 
ger, Texas. (Additional Information) 

San Jacinto Life Ins. Co.. Beaumont, 
(Merged with Great Southern Life) 

Scranton Life Insurance Co., Scranton, Pa. 
(Examination Favorable) 

(Merriman & McDonald Promoted) 
(August Production Breaks Record) 

Seaboard Life Ins. Company, awe. Tex. 
(Statement as of December 31, 1) 
(Discontinues Disability , iF, ae 

Security Life & Trust Co., Winston- Salem, 
N. C. (Report of Examination Reviewed) . 

Security Life Ins. Co. of America, Chicago, 
(Sells Reinsurance Life Business). 

(Retires from Michigan) .....c.cecesessceces 
(Retires from Michigan) 

Ill. (Illinois License Cancelled) 
(Temporary Receiver Appointed) . 
(Statement by Virginia Insurance Depart- 
ment) 

(Additional Information on Receivership)... 
(Court Approves Central Life Contract) . 

Security Mutual Life Ins. Co., Binghamton, 
ee * (Continues Dividends) 

Security Mutual Life Insurance Company, 
Lincoln, Neb. (New Disability Rates). 
Semtine! Life Insurance Company, Kansas City, 

Mo. (Report of Examination) 

Shenandoah Life Insurance Co., Roanoke. Va. 
(Discontinues Monthly Income Disability). 
(Control Acauired) 

(June 30, 1932 Statement) 


Rate 


Cleveland, 


Chicago, Ill. 


Davenport, Iowa 
Income—Continues 
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August. 
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634 
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340 
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340 
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Southern General Mutual Life Ins. Co., Hous- 
ton, Tex. (Permit Cancelled) 

Southern Life & Accident Ins. Co., meant. 

(Reinsured by Dixie Life) 
Ticciean Appointed) 

Southern Life & Health Insurance Co., Birm- 
ingham, Ala. (Report of ne Fav- 
orable) 

Southland Life Insurance Company, “Dallas, 
Tex. (Discontinues Income Disability) 
Southwestern Life Insurance Company, 
Bluff, Ark. (Being Liquidated) 
Standard Life Insurance Company, 

(Being Organized) 

Standard Life Insurance Company, Jackson, 
Miss. (Modifies Disability perenne aie 
Figures) 

(Annual Meeting) 
(Report of Examination 
(New Disability Clauses) 
(Two New Directors) 

Standard Life Insurance Company, Pittsburgh, 
Pa. (Discontinues Income Disability) 

State Life of Illinois, Chicago, Ill. (6% 
vertible Debentures) 

State Life Insurance Company, Indianapolis, 
Ind. (Continues Dividends) 

State Mutual Life Assur. Co., 
(Modifies Disability Regulation) 

(To Hold Convention) 

(Shows Gain) 

(Agency Spemnnents) 

(General Agents & Agency Club Meetings). 
(Agency Fo nena Na 
(Correction Notice re 
(March Paid-For 
Increase) 
(Changes in Policy Contracts) 

Stonewall Life Insurance Co., Vicksburg, Miss. 
(Examination Reviewed) ... 
(Examination as of Dec. 31, 

Sun Life Assur. Co.. Montreal. Canada. 

(Total Disability Benefits Modified) 
(Financial Statement—December 31, 
(Promotions in Home Office Staff) 

(New Dividend Scale) 
(Gain & Loss Exhibit 
(Reduces Stockholders’ Dividends) 

(Defers Dividend Action) 

Sun Life Insurance Company, Baltimore, Md. 
(Discontinues Income Disability) 

(Report of Examination Favorable) 
(Correction Notice) 
(Correction Notice) 

Teachers Insurance & Annuity Association. 
New York, N. Y. (Dividend Schedule & Non- 
Forfeiture Values Changed) 

Texas Security Life Insurance Company, 
Texas (December 31, 1931 Statement) 
(Correction Notice) 

Travelers Insurance Company. Hartford. Conn. 
(New Increased Disability Rates—1931 Busi- 
ness) ..... 

{New Branch in’ New York) 
(Elective Annuity) 
(Illustration Correction) 

Trinity Life Insurance Company, 
Texas (Additional Information) 

Trinity Reserve Life Ins. Co., 
Tex. (Receives License) 
(Receives License) 

Tulsa Life Insurance Company, 
(Letter Returned Unclaimed) 
Union Central Life Ins. Co., Cincinnati, 
(New Officials and Statement) 

(Home Office Promotions) 
(Promotions) 

(Declares Stockholders’ Dividends) 
(A. Gustafson Louisville Manager) 
Union Labor Life Insurance Co.. Washington, 
(Group Case and 1931 Business) ... 

(First Dividends) 

Union Mutual Life Company, Des Moines, Iowa. 

ae From Broadcasting in West Vir- 


Pine 


Alton, Il. 


Con- 


Worcester, Mass. 


Aviation) 
Business Shows 


December 31, 


Dallas 


Fort Worth, 
Fort btaesee 


Tulsa, Okla. 


Ohio 


a) 
epanble Indemnity Rates Increased) 
Union Mutual Life Insurance Company. Port- 


land. Maine. (Increases Annuity Rates)... 
(Reduces Dividends 20%) 
(Reduced Surrender Charges) 

Union a Life Insurance Company, Lin- 
coln, Neb. rganizers) 
(Additional ad ormation) 

Union Pacific Assurance Company, Omaha, 
Neb. (To Take Over Equity Life of Omaha). 
(Report of Examination Favorable) 

Union States Life Insurance Company, Port- 
ay , Ore. (Receives License—Founders Pol- 
cy 


(Financial Condition as of May 6, * 41932) waeies 
United Life & Accident Insurance Company, 

Concord, N. H. (R. J. Merrill Dies) 
United Pacific Life Insurance Company. Seat- 

tle, Wash. (Reinsured by Northern Life) . 
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United States Life Insurance Company, New 
York, N. Y. (New Increased Dis. Premiums) 
(Buffalo General Agent) 

(New Deferred Annuity) 

United Workmen, Ancient Order of, Fargo, 
N. D. (Absorbs United Workmen of Oregon 

Victory Life Insurance Co., Chicago, Il. (Dis- 
continues Disability & Double Indemnity).. 
(1932 Officers and Directors) 

(Receiver Appointed) 

Victory Life Insurance Co., Topeka, Kan. 
(Stock Exchange With Cosmopolitan) .. 
(1932 Dividends) 

Virginia Life & Casualty Company, Richmond, 


February ..... 639 
February ..... 639 
October 


January ...... 556 
January ...... 556 


June 
August ....... 


June 


(Reduces Capital) .... oe 
Volunteer State Life Insurance Company, Chat- 
tannoga. Tenn. (Modifies Disability) 
West Coast Life Ins. Co.. San Francisco. Cal. 
(Discontinues Income Disability Benefits) 
Western & Southern Life Insurance Co.. Cin- 
cinnati, Ohio. (Reduces Disability Limits). 
Wisconsin Life Ins. Co., Madison, Wis. (Dis- 
continues Income Disability & Cuts Divi- 
dends) ° ee 
(New Retirement Income at Age 65) . 
(Correction Notice) 
Wisconsin National Life Insurance Co., O 
kosh, Wis. (Revises Premium Rates) 
(Examined Favorably) ..... ees cree seaveesees e 


January 

January ...... 55 
February 
January 

January ...... 





NORTHWESTERN MUTUAL LIFE INSURANCE CO., 
MILWAUKEE, WIS. 


Revised Policy Forms, Effective October 1, 1932, and 
Dividend Reduction 


All new Northwestern policies issued bearing date October 1, 
1932 and thereafter will be written on revised contract forms known 
as the BB. Series. Where the first premium is paid in advance as 
provided in See, 58, Rules and Instructions, the policy will be 
given the date of completion of the medical examination or of 
Part 1, whichever is later. Where the premium is not paid in ad- 
vance but both Part 1 and the medical examination were com- 
pleted prior to October 1st the policy will be dated prior to October 
Ist and written on the AA. forms. Where Part 1 and the medical 
examination or either of them was completed on or after October 
ist the policy will be dated on or after October 1st. No exceptions 
will be made. 


The new (BB.) forms contain the following changes in practice: 


1. An increase in the amount and duration of the surrender 
charge which affects the Non-Forfeiture, Surrender and Loan 
Values. The following surrender charges are now made against 
the American Experience 3% Full Level Premium Reserves in 
policies issued on and after October 1, 1932: $16 the second 
policy year, reducing $2 each year until charge is $2 in ninth 
year; full reserve allowed tenth year and after. 


. The so-called suicide clause is changed to two years. 
3. The inecontestability clause is changed to two years. 


. The dividend payable as allotted at the end of the first year 
is contingent upon and proportionate to the payment of pre- 
mium or premiums for the second policy year. 


. In the Disability Waiver of Premium agreement the, so-called, 
waiting period is six months. 


Dividend Scale 


The new Dividend Manual, revised to correspond with the ad- 
justed Non-Forfeiture, Surrender and Loan Values, is based upon 
the dividend scale adopted by the Executive Committee of the 
Board of Trustees for payment on policy anniversaries during the 
year 1933, The following is a comparison of the estimated average 
dividend per $1,000 under the 1933 scale and the average dividend 
paid under the sevefal recent scales during the first year the scale 
was in effect: 1921, $8.12; 1924, $9.48; 1926, $10.12; 1929, $10.74; 
1933 (estimated), $10.23. 


The average reduction for the first year dividend from the scale 
previously in effect, at age 35, is 2.2% for the Ordinary Life; 244% 
for 20 Payment Life and 24% for 20 Year Endowment. The reduc- 
tion at the twentieth year is 6.2% for Ordinary Life, 7.8% for 20 
Payment Life and 9.1% for 20 Year Endowment. The reduction in 
the total dividends for the full twenty years is 4.6% for Ordinary 
Life, 6.2% for 20 Payment Life and 6.8% for 20 Year Endowment. 
More detailed dividend illustrations of the scale effective January 
1, 1933 are shown hereafter. 





The rate of interest applicable to Option Settlements is con- 
tinued at 4.8% for 1933. 


Advance Dividend Scale Effective January 1, 1933 
Ordinary Life 


20 25 30 35 40 45 50 55 60 

Prem. $18.37 $20.55 $23.31 $26.88 $31.56 $37.82 $46.36 $58.06 $74.29 

> ae | 6.33 6.70 e V.77 8.36 9.07 10.05 11.53 13.98 
2 6.45 6.85 + 7.96 S857 9.33 10.389 11.98 14.60 
3 6.58 7.00 f 8.14 880 9.60 10.74 12.47 15.27 
4 6.71 7.16 yf: 8.34 9.03 9.87 11.10 12.95 15.92 
5 6.84 7.33 f 8.54 9.26 10.16 11.46 13.47 16.60 
10 7.58 8.23 8.8 59 10.49 11.73 13.56 16.24 20.14 
15 8.45 9.10 10.75 11.93 13.61 15.99 19.26 23.86 
20 9.29 10.05 12.09 13.66 15.79 18.64 22.44 27.19 


Age 


20 Payment Life 


Age 25 30 35 40 45 50 55 

Prem. 

Zr. 1 
” 


29 $30.63 $33.44 $36.85 $41.10 $46.57 $53.86 $63.88 
7.24 8.30 S887 9.55 10.45 11.84 
7.51 8.03 8.61 9.19 9.91 10.87 12.36 
7.78 3: 8.91 9.54 10.29 11.31 12.91 
8.08 9.24 9.88 10.66 11.76 13.46 
8.38 9.56 10.24 11.06 12.22 14.04 
10.01 11.34 12.17 13.26 14.82 17.14 
11.76 13.38 14.44 15.86 17.75 20.35 
13.78 15.79 17.12 18.74 20.62 22.84 


14.70 


20 Year Endowment 


25 30 35 40 45 55 
$48 86 $49.57 $50.64 $52.33 $55.15 $67.61 
8.60 9.05 948 10.01 12.05 
9.09 9.52 9.93 10.47 12.60 
9.60 9.99 10.41 10.95 13.20 
10.13 10.49 10.89 11.43 13.79 
10.66 10.99 11.39 11.94 14.41 
13.48 13.77 14.14 14.75 17.73 
16.77 17.02 17.40 18.05 21.05 
20.69 20.91 21.20 21.62 23.10 


Endowment at 65 


30 35 40 45 50 55 
$28.80 $34.56 $42.76 $55.15 $75.66 $115.51 
7.47 818 896 10.01 11.63 14.0 
7.72 846 9.31 10.47 12.29 15.48 
7.98 8.74 9.67 10.95 12.99 16.81 
8.24 9.04 10.04 11.43 13.70 17.95 
8.50 9.33 10.41 11.94 14.44 19.13 
9.81 10.94 12.46 14.75 18.51 25.15 
11.29 12.77 14.88 18.05 22.90 
12.97 1494 17.72 21.42 .... 


60 


5 Year Term 


30 35 40 45 50 55 60 
$11.15 $11.96 $13.28 $15.57 $19.95 $27.61 $40.43 
3.20 20 3.20 3.25 3.64 4.65 7.31 
3.20 3.20 3.26 3.67 4.87 17.67 
3.20 3.20 3.27 3.69 5.08 8.02 
3.20 3.20 3.27 3.69 5.30 . 8.38 
3.20 3.20 3.27 3.69 5.51 8.75 


3.20 
3.20 
3.20 
3.20 








Abraham Lincoln Life Insurance Co., Springfield, Ill. 
Acacia Mutual Life Association, Washington, D. C 
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